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GM SALES AT ALL-TIME HIGH 


Sparks | of fman Scores Voodoos 


De Soto Climbs 
Spring Drive On 
Service Selling 
Hudson on Coast 
Une Beau Geste 


ee 
By 


Chris Sinsabaugh 


UTOMOTIVE DAILY NEWS’ 
last Pink Sheet records the 
fact that registration returns for 
the first two months of the year, 
~lus 47 states for March—that’s 
practically the first quarter — 
show that De Soto owners have | 
titled 6,814 new cars in that pe-| 
riod as compared with 4,854 for 
the same three months in ’35, | 
something like around 40 per cent 
gain. Which sorta proves that De 
Soto’s sales executives and De 
Soto’s dealers haven’t been asleep 
on the job. But that first quarter 
is declared to have been only a 
workout for the rush of business 
anticipated in the next two or| 
three months and De Soto be- 
lieves that when the curtain | 
rings down on the '36 model year | 
that the percentage of increase 
shown by the first quarter will be 
upped considerably before next 
November. 
* om * 

DE SOTO’S NEW general sales 
manager, J. B. Wagstaff, who 
came from Plymouth’s advertis- 
ing manager’s desk the middle of 
January, is set for a vigorous 
campaign from now on. The re- 
organization of the sales depart- 
ment at about the time Wagstaff 
donned the new toga, which set 
up an individual field force for 
. De Soto, previously operating in 
a dual manner with Chrysler, has 
brought the factory sales depart- 
ment into more intimate contact 
with its dealers and produced 
definite results. Wag’s eyes and 
ears as represented by this field 
force are being used to put into 
force three aggressive sales plans 
that are counted on to boost sales. 

a * * 

A SPRING DRIVE which fol- 
lows a nation-wide series of retail 
sales meetings in 250 cities and 
towns, now is on and factory 
literature is going to the dealers, 
brimful of ideas on how to get 
the names on the dotted line. 
Window trim, show room posters, 
sales charts, 24-sheet posters and 
a big movie show are some of the 
things planned. And at the same 
time the factory is fathering two 
major ideas designed to help its 
dealers make important money. 
Sales Manager Wagstaff is strong 
for service as a short cut to cus- 
tomer intimacy contact and a 
money-maker in addition. In this 
connection a direct mail cam- 
paign to 200,000 De Soto and 
Plymouth owners is now under 
way, consisting of eight mailings 
or 1,600,000 pieces have been 
drafted for this purpose, it being 
advocated that a dealer should 


(Continued on Page 21, Col. 1) 








Asks for Common 
Sense Methods At 


Safety Conference 


By MEL ADAMS 
CHICAGO.—Fewer “voodoo 
doctors” and more common sense 
are needed in the current safety 
problem, according to Paul G. 


| Hoffman, president of the Stude- 
| baker Corp., 


who delivered his 
views on the subject in a stirring 
address here Wednesday night 
before the 14th annual Mid-West 
Safety Conference at the Stevens 
Hotel. In his capacity as chair- 
man of the Automobile Manufac- 
turers Assn. safety traffic com- 
mittee, and a supporter of sane 


ideas along the lines of accident | 


prevention, Hoffman was the 
speaker of the evening at the 
annual banquet. He delivered the 
kind of straight-forward talk for 
which he is noted, launching 
early into the subject with this 
observation: 

“Certainly there is every justi- 
fication for enthusiasm for the 
contribution that engineering can 
make to highway safety through 
a program of street and highway 
modernization. 

“The pitiful aspect of this situ- 
ation is that our highway en- 
gineers know how this job should 
be done but it takes money to do 
it, and during the past five years 
hundreds of millions of dollars of 
tax money taken from motorists 
for highway construction has 
been diverted to other uses. 

“We have witnessed time and 
again the sad spectacle of public 
officials who have deplored the 
increase in accidents and at the 
same time encouraged the di- 
version of highway funds which, 
if expended on modernization, 

(Continued on Page 2, Col. 1) 


AAA Appoints 
Russell E. Singer 
To Succeed Smith 


WASHINGTON. — The vacancy 
in the American Automobile Assn. 
caused by the recent death of 
Ernest N. Smith was filled Thurs- 
day with the promotion of Russell 
E. Singer to succeed him. 

Announcement of the appoint- 
ment was made by Thos. P. 
Henry of Detroit, president of 
the national motoring body, who 
said that Singer would assume all 
of the late executive’s duties with 
the title of general manager of 
the association. He added that 
no further changes in personnel 
were contemplated. 

The new executive has been 
associated with the American Au- 
tomobile Assn. for more than 12 
years, having filled several key 
positions, assistant to Smith, 
chief of the club service depart- 
ment, assistant secretary of the 
corporation, and general manager. 
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PAUL G. HOFFMAN, chairman of the AMA’s 


Safety Traffic Com- 


mittee and president of Studebaker, spoke at the Midwest Safety 
Conference in Chicago May 6. Left to right, F. J. Carney, Hoffman, 
and J. B. Gibson, publicity director Western Electric Co. 





Hudson Quarter Profit 


Highest 


DETROIT.—Hudson Motor Car | qua: 
Co. and subsidiaries report for 
quarter ended Mar. 31, 1936, profit 
of $592,827 after depreciation and 
other charges, but before federal 
taxes, comparing with profit of 
$235,610 in March quarter of 
previous year. 

This is the largest first quarter 
profit in six years and, except for 
the last three months of 1935, is 
larger than for any quarter since 
1930. 

Commenting on the _ report, 
President Barit said: “Hudson’s 
gain in earnings is a direct re- 
flection of improved operating ef- 
ficiency and sales increases which 
are particularly marked since the 
introduction of 1936 models last 
fall. The beginning of the second 


The Top Ten 


Passenger Cars 

First Ten in Registrations 
for Two Months Plus 48 
States in March as Re- 
ported in ADN Today. 
1936 1935 
Pos. Make Pos. 
1—202,830 Chev. 111,152— 2 
2—162,896.Ford 205,127— 
8— 93,993 Plym. 85,921— 
4— 47,198 Dodge 37,576— 
5— 38,243 Olds. 28,208— 
6— 31,460 Pont. 27,832— 
7— 28,634 Buick 13,157— 
8— 19,508 Huds.* 15,184— 7 
9— 12,750 Stude. 8,034—10 
10— 11,397 Chrys. 8,794— 9 


*Includes Terraplane. 


Total, All Makes 


689,172 565,171 
See Total Registrations to Date, 1936, 
1935, page 20, this issue. 





In Six Years 


quarter has shown a continuance 
of sales increases. With several 
months of the 1936 season re- 
maining we have already shipped 
more 1936 models than our total 
shipments of 1935 models.” 


W. P. ‘Chrysler 
Luncheon Guest 


At White House 


WASHINGTON. —_Walter P. 
Chrysler, head of the Chrysler 
Corp., was the luncheon guest of 
President 
Roosevelt at the 
White House 
Thursday. The 
object of their 
conference was 
not disclosed 
officially, but it 
is understood 
that the motor 
magnate’s visit 
was part of a 
program by 
which the ad- 
ministration 
hopes to enlist the active aid of 
leading figures in large industries 
in more effective recovery meas- 
ures. Earlier in the week Owen 
D. Young, chairman of General 
Electric, and Bernard M. Baruch 
were called into consultation by 
the President. 


W. P. Chrysler 


British Motor Production 

WASHINGTON. — For the five 
months ended February, 1936, pro- 
duction of passenger cars, taxicabs 
and commercial motor vehicles in 
the United Kingdom was 182,238. 











—__ 9s|AMA Sees Plants’ 
Best Production 


Since May 1929 


April Output, All Makes, 
Will Run Above 
500,000 


By BILL CALLAHAN 

DETROIT. — Setting new 
all-time records for sales to 
consumers and dealers dur- 
ing April General Motors 
Corp. closed the best first 
four-month period in its history 
in the domestic market, accord- 
ing to the monthly report re- 
leased Friday. Meanwhile, the 
production estimate released to 
the Automobile Manufacturers 
Assn. revealed that members of 
that organization reached its 
highest production in -April for 
any month since May, 1929. This 
report covers practically every 
maker, with the exception of 
Ford. 

General Motors’ monthly report 
shows that sales to consumers 
in the United States during April 
totaled 200,117 units, which com- 
pared with 186,892 in May, 1928, 
the previous record month. Sales 
to consumers during the first 
four months of this year set a 
new all-time high mark for a 
corresponding period, with the 
total running to 580,067 units. 

The sales to consumers in April 
by the various divisions of GM 
also topped the sales to dealers 
in the United States by 5,422 
units, indicating a sharp reduc- 
tion in dealer stocks in spite of 
the sharp upturn in production. 
Sales to dealers during the 
month were placed at 194,695 
units as compared with the previ- 
ous all-time record of 176,634 set 
in April, 1929. Sales to dealers 
in the United States by General 
Motors units during the first four 
months also set a new all-time 

(Continued on Page 3, Col. 1) 


New to Niel Car 
Sales Ratio Set 
At About | to 1.75 


CHICAGO.—Based upon data 
collected by the National Auto- 
mobile Dealers’ Assn. and from 
other sources, a survey just an- 
nounced by the National Assn. of 
Sales Finance Companies for 1935 
shows that trade-ins are now 
“fairly stabilized around the level 
which requires the average dealer 
to sell about 175 used cars for 
each 100 new cars. e 

An analysis on this and other 
phases of dealer operations ap- 
pearing in the NASKC News, 
adds: “The average percentage of 
all cars sold on installments is 
60.8. The percentages of trade- 


(Continued on Page 5, Col. 5) 
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Hoffman Blisters “Voodoo Doctors” in Safety Talk 


Pleads for Common Sense 
At Midwest Conference 


(Continued from Page 


would have saved hundreds 
lives.” 

Hoffman stated that from “a 
crassly commercial motive” he is 
interested in educational cam- 
paigns to teach motorists that “it 
is smart to drive safely.” He 
quoted statistics to the effect that 
last year Americans spent $2,638,- 
000,000 for new automobiles and 
trucks, only to have accidents 
take $1,680,000,000 from _ their 
pockets. 

“How are we going to make 
better drivers out of the 40,000,000 
Americans who consider them- 
selves kings of our roadways?” 
asked the speaker, who immedi- 
ately paid his respects in any- 
thing but complimentary fashion 
to self-styled possessors of safety 
“cure-alls.” 


Scores Voodoos 

“Since traffic safety became 
front page news,” he continued, 
“hardly a day passes that some 
voodoo doctor does not rush into 
print with his pet panacea which 
will solve the problem instantly. 

“For the most part, they are 
gadgeteers with some new gadget 
which will do the trick. Most 
prominently mentioned of all the 
gadgets is the governor which 
would limit speed to 50 miles an 
hour. This, they say, is the 
answer. 

“They ignore such obvious facts 
as these: First, that there are 
23,000,000 cars and trucks on the 
road today which could only be 
equipped with governors at great 
cost and over a relatively long 
period of time; second, that en- 
gine governors do not control 
downhill speeds; third, that gov- 
ernors become inoperative and 
can be made inoperative easily; 


fourth, that practically all traffic | 


experts agree that the power to 
pass quickly is an 
safety factor; fifth, that automo- 
biles must have reserve power 


and speed if they are to operate | 
economically and efficiently; | 


sixth, that 90 per cent of all acci- 


dents occur at speeds below 50| ‘ . per 
| including associations and auto- 


miles an hour and therefore at 
best governing of speed could play 


but a small part in the accident | 


problem. 


Nut Suggestions 

“Governors are only one of the 
numerous gadgets which are ad- 
vocated. Speed control by radio 
is another. Dynamite caps which 
would explode tires when the 
speedometer tripped 50 is yet 
another. 

“It is my personal opinion that 
we can expect little from gadgets 
in bringing about better driving 


of | 
| cation and included in education 





important | 


| 





1) 


conditions. We must rely on edu- 
is that of the punitive type known 
as enforcement. 

“Much of the educational effort 
on drivers in the past year has 
taken the form of scare copy. I 
recognize the need of shocking 
people in order to get their atten- 
tion, but after attention has been 
secured a further campaign of 
fright merely results in the jit- 
ters. We must make a scientific 
approach to this problem of driver 
education. 

Describe Aims 

“In this campaign of education 
I have a suggestion to make. I 
believe it would be most interest- 
ing to show all drivers their ac- 
cident expectation, broken down 
and classified as it applies to 
reckless, fair and good drivers. 

“As far as the automobile in- 
dustry is concerned, we propose 
making a determined and con- 
certed drive to have our 4,000,000 
employes set an example of safe, 
courteous driving. That is our 
particular job. The problem of 
bringing about better driving on 
the part of the other 36,000,000 
drivers in these United States is 
outside our immediate field of ac- 
tion but we have every desire to 
be as helpful as possible. 

“We are in this fight for acci- 
dent reduction and propose to 
stay in it. It is no part time job 
to carry out the policy and pro- 
gram which the automotive in- 
dustry embarked upon.” 


Hoffman concluded by intro- 


ducing Norman Damon, who has | 


been placed in charge of the 
safety division of the Automobile 
Manufacturers’ Assn. 
3,000 Registered 

Headquarters of the Mid-west 
Safety Conference reported that 
approximately 3,000 had regis- 
tered for the sessions, held under 
the auspices of the Chicago 
Safety Council, Illinois Industrial 
Commission, Keep Chicago Safe 
Committee and a group of 50 
other listed co-operating agencies, 


mobile clubs. 

In addition, 36 exhibitors had 
displays of safety equipment for 
inspection in the lounge on the 
mezzanine floor of the hotel. 

Among the speakers on the 
program were R. F. Thainer, as- 
sistant personnel director, Buick 
Motor Co.; P. G. Hunter, safety 
engineer, Motor Wheel Corp.; L. 
E. Wallace, president, American 
Assn. of Motor Vehicle Commis- 
sioners; Arthur W. Magee, acting 
commissioner of motor vehicles 
of New y Jersey; W. O. Wheary, 





CARRYING GREETINGS from Oldsmobile, an automobile caravan 
will leave next week from Lansing to the Texas Centennial Exposi- 
Included among the cars are two 


tion, opening at Dallas, June 6. 
ancient Oldsmobile models. 


Gov. Frank D. Fitzgerald, of Michigan, 


is shown giving his message of greeting to Governor Allred of Texas 


to D. E. Ralston, Oldsmobile general sales manager. 


president, is at the tiller. 


Cc. L. McCuen, 














CLEVELAND CHEVROLET dealers presented W. E. Holler, 
general sales director, with a scroll pledging co-operation in Chevro- 
let’s May-June used car stock reduction campaign. Holler and M. E. 
Coyle, president and general manager, stopped over during an air- 


plane trip to Louisville. 
dining room. Left to right: 


President Coyle, Art Haas and H. E. Sneathen. 


The presentation took place in the airport 
Sam Klein, Holler, George Dorner, 


Klein, Dorner and 


Haas represented the dealers, Sneathen is Chevrolet’s Cleveland 


manager. 


WPA director of safety, and Ted 
V. Rodgers, president, American 
Trucking Assn. 

Addressing a special luncheon 
meeting of automobile men at the 
Stevens during the convention, 
Charles M. Hayes, president of 
the Chicago Motor Club and vice- 
president of the American Auto- 
mobile Assn., warned of drastic 
legislation and police activity 
unless the industry and motorists 
co-operate to reduce traffic acci- 
dents. 


Factory Branch 
Will Distribute 
Hudson on Coast 


DETROIT. — Announcement of 
a factory subsidiary at Los 
Angeles and a distributor in San 
Francisco to handle distribution 

of Hudsons and 
Terraplanes in 
California was 
made this week 
by W. R. Tracy, 
vice - president 
in charge of 


for 
Hudson Motor 
Car Co. 

The _ subsid- 
iary at Los F 
Angeles, to be 
known as_ the G, C. Stater 
Hudson and Terraplane Sales 
Corp., will direct the wholesale 
operations of Hudson in southern 
California, while the northern 
part of the state will be under 
the newly-formed Stater Motor 
Co., headed by Glen C. Stater. 

Placed in charge of operations 
in Los Angeles is E. J. Beguhn, 
who has been connected with the 
Hudson factory organization for 
some time as manager of the large 
central district, including the cen- 
tral states. Beguhn now becomes 
Los Angeles zone manager. 
Others in the new organization 
are: Morton Bowman and W. H. 
Alen, in charge of two large 
groups of southern California 
dealers; H. Earl Smith, wholesale 
representative, who has been an 
automotive dealer in the Los 
Angeles territory for many years; 
Clifford Jones, field representa- 
tive, who comes to Los Angeles 
after several years with the Hud- 
son distributorship in Seattle; F. 
G. Cox, special field manager, and 
L. C. Maddox, city sales manager, 
who have been in the Hudson and 
Terraplane organization in Los 
Angeles for many years. 

Glen C. Stater, who heads the 
Stater Motor Co., has been en- 
gaged in the automobile business 
for the last 17 years. 


Chevrolet Club 
Hears Plans For 
Modernization 


DETROIT.—Full sized _ repro- 
ductions of the old and new styles 
in lubrication departments were 
a feature of the Chevrolet Service 
Managers Club meeting here 
Tuesday. Some 125 men were in 
attendance and heard reports of 
increased business through mod- 
ernization of equipment. 

The right and wrong methods 
of operating a lubricating depart- 
ment were shown graphically 
through the aid of scenes depict- 
ing the dirty, disorderly ineffic- 
ient type of department and the 
new, brilliantly painted, inviting 
set-up which dealers are now be- 
ing urged to adopt. 

A little dramatic skit revealed 
the difficulty of operating profit- 
ably under the old style system 
and the ease with which profit- 
making sales are effected with 
the new equipment. 

Charts were shown which re- 
vealed in detail the steady in- 
crease in the number of lubrica- 
tion jobs obtained by a local 
dealer with figures showing in- 
crease in profits, car owner con- 
tacts, increased business in the 
service section through these con- 
tacts and the added income for 
the lubrication department oper- 
ator. 

At the next meeting of the 
club Chevrolet dealers will be in- 
vited to note the increased busi- 
ness being developed by those 
who have modernized their de- 
partments. 


ee a”) 
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April Sales Best 
In Eight Years 
For Studebaker 


SOUTH BEND.—Studebaker 
sales of passenger cars and trucks 
in April exceeded any month 
since June, 1929—the largest April 
sales in eight years, 10,053, 
brought the total for the first 
four months of 1936 to 31,255. 

Paul G, Hoffman, president, re- 
leased the following sales figures: 
January to April 

Inclusive April 

9,732 
5,988 
7,116 
6,083 
3,804 
6,255 
6,155 
10,053 

Compared with 1935, the in- 
crease in sales is 54 per cent for 
the year to date and 63 per cent 
for the month of April. 


Emil C. Traner 
Heads B-W Div. 


CHICAGO.—Borg-Warner Corp. 
announced the election of Emil 
C. Traner, Rockford, IIl., as presi- 
dent, general 
manager and 
treasurer of the 
Mechanics Uni- 
versal Joint 
division of 
the corporation, 
succeeding the 
late Eric Ek- 
strom. He has 
been a director 
of that unit for 
seven years. 

The naming of 
Traner in his 
new capacity places him at the 
helm of two Borg-Warner divi- 
sions. Since 1929 he has served as 
president of the Rockford Drill- 
ing Machine Co., with which he 
has been associated as general 
manager since 1916. He was ele- 
vated to the presidency in 1929 
when the company was acquired 
by Borg-Warner after it had be- 
come an outstanding producer of 
automotive clutches. 


Year 


E. C. Traner 


Plan Bay City Plant 


For Electric Auto-Lite 


BAY CITY, Mich.—The Elec- 
tric Auto-Lite Co. has completed 
negotiations for the establishment 
of a subsidiary plant here. The 
new company, to be known as the 
Bay City Mfg. Co., will occupy the 
former plant of the Wildman Rub- : 
ber Co. 

A minimum payroll of 500 has 
been assured the Chamber of 
Commerce. Bay City is raising 
$75,000 to bring the industry here. 


ARRESTING, AND ATTRACTIVE was the display of Chevrolet 
cars in the General Motors Bldg., Detroit, lobby this week. Full-sized 
traffic signal posts, surrounded with real flowers, invited the passer-by 
to stop and examine Chevrolet’s offerings. The display, occupying four 
strategic spots in the lobby, was supplemented with illuminated 
panels setting forth the selling features of the car. 





(Continued from Page 1) 
high for any previous comparable 
period with a total of 605,009 
units. 

General Motors’ sales to dealers 
in the United States and Canada, 
plus overseas shipments in April, 
reached a new all-time peak of 
229,467 as compared with 227,718 
in April, 1929, the previous high 
mark. The April total brings 
GM’s world sales during the first 
four months to 729,634. This to- 
tal during the first one-third of 
the year indicates that the pre- 
diction made by A. P. Sloan re- 
cently at Saginaw that GM would 
sell 2,000,000 in the calendar year 
of 1936 was not over optimistic. 
April shipments of new passenger 
cars and trucks by members of 
the AMA during April are esti- 
mated by that organization as 
388,165 units, which was the high- 
est for any month since May, 
1929. This was an increase of 
19 per cent over the shipments 
by the same manufacturers in 
March and 26 per cent over April 
last year: These figures do not 
include Ford’s output, which is 
roughly estimated at 115,000 units. 
If we add this total to the AMA 
estimate and further credit to 
other small manufacturers not 
members of the AMA the total 
for April will come close to the 
ADN estimate of 515,000 for the 
month. 

Shipments by AMA members 
during the first four months of 
this year are estimated at 1,212,- 
242 units, which is an increase of 
20 per cent over the output by 
the same makers last year and 


was the highest for any corres- | 


ponding period since 1929. 

Sales during the current month 
are reported holding above the 
April level and production is ex- 
pected to continue at about the 
same rate that was held through- 
out April. 


Dodge Detroit Sales 
Beat 3-Year Totals 


DETROIT. — Registrations of 
Dodge automobiles in Wayne 
County, Mich. (mainly Detroit), 
for the first four months of 1936 
exceed the combined Dodge pas- 


senger car registrations for the | 


January-April periods of 1934, 
1933 and 1932, according to J. W. 
Hutchins, manager of the Detroit 
region. 

According to Hutchins, 
car registrations in Wayne 
County during January, Febru- 
ary, March and April of the pres- 
ent year numbered 3,631, as 
against 2,315 registrations for 
January- -April of 1982-1 1934. The 


Dodge 
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General Motors Sales Reach All-Time High 


AMA Sees Industry’ s Output 
Greatest Since May, 1929 





best previous showing was that 
for the first four months of 1935, 
in which Wayne County listed 
2,423 Dodge passenger car regis- 
trations. The 1936 January-April 
record marks a gain of 50 per 
cent over that of 1935. 

The figures quoted do not in- 
clude registrations of Plymouth 
automobiles, of which Wayne 
County motorists purchased 3,012 
from Dodge dealers between Jan. 


1 and Apr. 30 of this year. Nor | 


does the tabulation include regis- 
trations of Dodge commercial 
cars and trucks. 


Buick U.S. Sales 
Show 24%Gain 
Above March 


FLINT. — A gain of 24.1 per 
cent was registered in domestic 
sales of Buick motor cars during 
April, as compared with the pre- 
vious month, continuing the sharp 
upturn begun by the Buick Motor 
Co. late in February, figures re- 
leased by W. F. Hufstader, gen- 
eral sales manager, has revealed. 


During the month, domestic 
retail deliveries of the company 
totaled 18,762 units, Hufstader 
said, comparing with 15,107 in 
March and 6,880 in April a year 
ago. This was volume of nearly 
three to one against the previous 
year, representing a gain of 11,882 
units or 172.7 per cent. The fig- 
ure compared with 6,577 cars de- 
livered in February of this year, 
a gain of 12,185 cars or 185 per 
cent. A total of 7,352 new Buicks 
were delivered at retail in the 
last 10 days of last month, more 
than the total deliveries in April 
a year ago. 

“Buick sales are steadily mak- 
ing new highs,” Hufstader said. 
“The April volume was the big- 
gest for any month since the 
introduction of the 1936 cars and 
likewise was the best month’s 
business since September, 1929, 
when 1930 models were being in- 
troduced. It exceeded the sales 
of April, 1929.” 


Graham-Paige Sales 
% Over Year Ago 


DETROIT.—Graham-Paige Mo- 
tors Corp. revealed Monday that 


April sales advanced 44 per cent | 


over the same month of last year. 
The Graham factory received or- 
ders in April for more than 4,000 
cars, the largest number of or- 
ders for any month during the 
| past year, it was stated. 


‘Who Buys Cars?’ ia 
By Detroit Dodge Dealer 


DETROIT.—While the question, 
“Who Buys the Cars,” is an in- 
teresting one anywhere, it is 
probably doubly so in Detroit, 
where there is greater diversity 
of business than in most other 
major industrial centers of the 
United States. 


An interesting cross-section of 
one Detroit dealer’s market is 
given by Harry Shorter, president 
of Harry Shorter, Inc., Dodge 
dealer. Using the retail deliver- 
ies made by his firm since the 
first of the year as basis of the 
analysis, Shorter finds that 30 per 
cent of his customers are sales- 
men. The next numerical classi- 
fication is made up of mechanics 
and factory workers; these fur- 





nish 18 per cent of the customer 
quota. 


Office workers are represented | 


with 13 per cent, housewives with 
10 per cent, truck drivers with 5 
per cent, merchants with 9 per 
cent. Other occupations included 
in the list are physicians, paint- 
ers, photographers, contractors, 
farmers, teachers, waiters, etc. 


The tabulation thus shows that 
the most prolific buyers of cars 
are salesmen who must get out to 
sell their goods, and office work- 
ers and factory employes who 
must be at their jobs at the pre- 
scribed time. These three occu- 
pations alone account for 61 per 
cent of this Dodge dealer’s busi- 
ness. 


© — 








LYMAN GREEN, president of Kansas City chapter, Buick Sales- 
master’s Club, receiving his badge of office from O. L. Waller, Buick 
assistant general sales manager, at first convention of the Sales- 


master’s Club at the Kentucky Hotel at Louisville. 


The club mem- 


bers attended the Derby after the meeting. 





Buick Chieftains Auuniile 
To Chart Sales Program 


FLINT.— Having concluded a 


sales program for March and 
April, in which a goal of 31,000 
cars was substantially surpassed, 
Buick regional and zone mana- 
gers and distributors from 
throughout the country assem- 
bled in Flint Friday to map the 
company’s sales course for the 
next two months. 


Details of the program were 
outlined by W. F. Hufstader, gen- 
eral sales manager, in a business 
meeting at the factory. The out- 
look for May, he said, is exceed- 
ingly bright and the Buick retail 
organization is looking to an in- 
crease over April sales, which to- 
taled close to 19,000 cars, the big- 
gest Buick month in many years. 

Hufstader discussed current as- 
pects of the retail automobile 
market presenting an encourag- 
ing outlook for Buick dealers not 
only in May and June, but for 
the remainder of the year. He as- 
serted that 1936 thus far has 


Dallas Dodge Men 








Set Conference 


DETROIT.—Dodge dealers 


| Oklahoma—will gather at Baker 
Hotel of Dallas on May 11 and 


factory executives and Regional | 
Manager R. S. Muir. 


meeting will be W. M. Purves, 


of the Dodge division of Chrys- | 
ler Corp.; Emerson J. Poag, the | 
company’s director of merchan- | 
dising and advertising and J. D.| 
Burke, director of truck sales. | 

While Monday’s proceedings | 
will be attended by Dodge direct | 
dealers, the meeting of Tuesday | 
will bring in some 500 additional | 
Dodge men, including associate | 
dealers, sales managers, new and | 
used car salesmen, service - 
perts and others. 

One of the features of the} 
meetings — which in their main | 
phases will concern themselves | 
with dealers’ sales and service | 
promotion and with plans for an | 
extensive newspaper advertising | 
campaign throughout Texas—will | 
be a discussion of the extent to 
which Dodge will participate in 
the forthcoming Texas Centen- 
nial Exposition. 

A banquet will mark the con- 
clusion of the sessions. 





of | 
the Dallas region—which in ad- | 
dition to Texas includes part of | 


12 for a two-day conference with | 


The principal speakers of the | 





assistant general sales manager | 


proved the best year since 1928, 
pointing out that the company 
again is reaching a volume com- 
parable to the best period in its 
history, nearly 10 years ago, when 
a quarter of a million Buick cars 
were produced and sold annually. 

The executive reviewed the pro- 
gress of the past seven months 
since the introduction of the 1936 
models, during which time, he 
said, both production and sales 
have more than doubled that of 
a year ago. He announced that 
on May 7 Buick’s 1936 model pro- 
duction had exceeded the total 
output for the combined model 
years 1934 and 1935. 

At present, he said, unfilled or- 
ders at the factory are at a new 
high for this year, notwithstand- 
ing the fact that April domestic 
sales of 18,762 cars exceeded the 
combined domestic and export 
production for that month. 

Advertising and promotion pro- 
grams for the next two months 
were revealed to the field organi- 
zation by Thomas H. Corpe, di- 
rector of these departments for 
the company, while the improved 
state of dealer affairs and factory- 
dealer relationships were _ dis- 
cussed by A. C. Sellgren, director 
of organization and budgets, and 
M. P. Tomlinson, business man- 
agement manager. 








Pouitinc Sales 
For April Best 
Month Since 1929 


Pontiac Motor 
deliveries in the 


PONTIAC. 
Co.’s__ retail 


| United States in April were 19,512, 


the largest single month since 
1929. It exceeds March by 2,000 
units which up to then held the 
record for the last seven years 
with 17,586 cars, and is 3,000 ahead 
of April, 1935, when 16,492 cars 
were delivered. 


Deliveries of 1936 model Pon- 
tiacs to date are 83,763 compared 
with 50,776 cars of the 1935 model 
on the same date one year ago. 

Continued buying in record 
breaking numbers probably will 
mean a production of over 22,000 
Pontiac cars in May. 


Cadillac Makes Changes 


In Factory Service Heads 


DETROIT. — Appointmenf of 
George W. Otto as service promo- 
tion manager for Cadillac Motor 
Car Co. and of H. M. Goldhoff as 
parts and accessory manager, is 
announced by Nicholas Dreystadt, 
general manager. W,. A. Houser 
will continue to supervise all serv- 
ice and accessory activities as 
general parts and service man- 
ager. 

The appointments follow the 
resignation of R. C. Renolde, 
former service promotion man- 
ager, under whom Goldhoff had 
served as assistant. 


H. M. Goldhoff G. W. Otto 


Otto will direct the field service 
organization and will have full 
charge of all Cadilac-LaSalle serv- 
ice promotion activities. He has 
been in the Cadillac organization 
since 1919, having been regional 
service manager and later service 
manager of factory branches in 
New York, Cleveland and Detroit. 
Goldhoff’s accessory merchandis- 
ing experience with Cadillac dates 
back to 1929. 

C. W. Hathaway, general man- 
ager of the factory retail branch 
in Detroit, has appointed Robert 
S. Elder as branch service man- 
ager to succeed Otto. Elder has 
had nine years of executive ex- 
perience in Cadillac-LaSalle serv- 
ice work, including three years 
at Washington, D. C. 


TOLEDO WANTS CARS, so Hudson and Terraplane distributors 
round up their dealers and salesmen, pay a visit to the factory in 
Detroit, and drive back 100 new cars. Left is Burton L. Jamieson and 
at the right Norman Jamieson of the Jamieson Brothers Motor Co., 
distributors in Toledo, Center is Marion T. Powers, district manager. 
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Industry Ts Trains Artillery on $800,000,000 Tax Bill 


Denounces Its Provisions 
Before Senate Committee 


By WILLIAM ULLMAN 


WASHINGTON.—Organized in-| 
dustry trained its heavy artillery | 
on the Administration’s $800,000,- | 
000 tax bill Thursday, when high 
officials of the National Assn. of 
Manufacturers appeared before| 
the Senate Finance Committee to| 
denounce its provisions. 

“The measure, which would lay 
a heavy hand upon undistributed 
corporate earnings, was attacked 
by Noel Sargent, secretary of 
NAM, as “deliberate national 
economic planning and a further 
step towards government regula- 
tion and regimentation of busi- 
ness. In the minds of many who 
advocate such a tax as this is the 


v 
] 





idea of finding a means for fed- 
eral control of all industry 
through substituting government 
discretion for that of manage- 
ment as to the amount of earn- 
ings which should be retained in 
business. To this they would add 
government control of new secur- 
ity issues and labor policies of 
private corporations.” 

Belief that the tax bill would 
cause “enormous delays and cost- 
ly disputes” and tax non-existent 
profits, was expressed by Will 
H. Mooney, of Cincinnati, presi- 
dent of the American Oak Leather 
Co. He said: 

“The pending bill is so com- 
plicated and contains so many 
provisions of doubtful constitu- 
tionality that it contradicts the| 
primary reasons for its advocacy. | 
We doubt seriously that the most | 
competent accounting agency) 
could render exact and irrefutable | 
tax computations under it.” 

James A. Emery, general coun- | 
sel of NAM, declared the bill} 
would further complicate the tax | 
structure, enhance existing alleged | 
inequities and provide an uncer- 
tain source of revenue. He re- 
minded that although manufac- 
turing corporations constitute | 
only about one-fifth of the whole | 
number, they provide nearly a 
of the federal corporate revenue, 
30 per cent of the total gainful | 
employment, and between 1934) 
and 1936 contributed 80 per cent | 
of the gain of employment in 
private enterprise. 





Washington Sales 
At All- Time High 


WASHINGTON. - -This year is 
witnessing establishment of new 
all-time records for the sale of 
motor vehicles, new and used, in 
the nation’s capital. Figures com- 
piled this week by the Washing- 
ton Automotive Trade Assn., from 
statistics of the department of ve- 
hicles and traffic, show that in 
April a total of 10,908 titles were 
issued, representing the sale of 
4,269 new and 6,639 used cars and 
trucks. Of these 7,756, or 71.1 per 
cent, had liens upon them. 

Experience indicates that about 
319 of the 4,269 new vehicles are 
trucks, leaving 3,950 new passen- 
ger cars sold here last month, ex- 





o- 


ceeding the previous all-time high 
established in March by 160 units, 
or 4.2 per cent. 

The first four months of this 
year also established a new all- 
time high for new passenger au- 
tomobiles sold here, 10,946 cars. 
The former record was hung up 
last year, 9,523, making the in- 
crease this year 15 per cent. In 
this period also 22,505 used cars 
were sold, against 21,020 last year. 


Hudson Sales 
Set Seven-Year 


High For May 


DETROIT.—Hudson and Ter- 
raplane sales are running at a 
record mark, according to W. R. 
Tracy, vice-president in charge of 
sales, who has announced that 
the two weeks ending May 2 
showed a mark that has not been 
exceeded for a similar period 
since seven years ago in 1929. 
Total sales for this period were 
6,907. Figures for the last week 
in April show an increase of 18 
per cent over the preceding week 
and a gain of 36 per cent over 
that week in 1935. 


Tracy pointed to an increase of 
922 new dealers since the an- 
nouncement of the new 1936 
models as indicative of the up-| 
ward trend that is being reflected | 
in increased Hudson and Terra- | 
plane sales. 





Willys Expects 


To Manufacture | 


During Summer 


TOLEDO.—There will be no 


| summer slump in the production 


of Willys 77 motor cars at Willys- 
Overland, David R. Wilson, presi- 
dent, has announced. 


Willys-Overland now is running 


| off the line about 800 cars weekly, 


with demand for the Willys 
economy car increasing steadily, 
Wilson said. 

Both domestic and overseas 
business continues to show steady 
gains, assuring uninterrupted 


| Se Ae 
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CONFERENCE. Harvey Mack (left), new used car manager, and 
R. B. Wright (center), newly appointed manager of the Pontiac 
Detroit retail store, confer with A. C. Tiedemann jr. (right), Pontiac 
zone manager, who has supervision of sales in Michigan and parts of 
Ohio and Indiana. Wright has been promoted from business manager 
of the central region and predicts a $1,500,000 volume for the retail 
store in 1936. Mack was seven years in charge of used cars at the 








production schedules throughout 
the summer months, Wilson de- 
clared. 

More than 3,000 workers are 
now employed at the Willys- 
Overland factory in Toledo. 


L. L. Caskey Named 


CLEVELAND.—L. I. Caskey has 
been appointed district sales man- 
ager for Republic Steel Corp. in the 
Philadelphia territory, according to 
an announcement by N. J. Clarke, 
vice-president in charge of sales. 

J. B. DeWolfe, whom Caskey suc- 
ceeds, has been transferred to the 
general offices in Cleveland to assist 
George E. Totten, manager of sales 
of the tin plate division. 





NATIONAL EXECUTIVES and goodwill couriers of the L.0.0.M. 
The couriers are touring America in 1936 Studebaker Dictators as 
advance agents for a Moose convention to be held in Chicago, June 


30-July 4. 


Detroit retail store of another General Motors division. 





March Truck Sales Set 


New High; 


DETROIT.—Sales of new trucks 
and commercial cars in the 
United States during March set 
a new all-time record for that 
month, and new passenger car 
sales for the period have been ex- 
ceeded only once, in 1929, R. L. 
Polk and Co. announced today. In 
issuing national registrations, 
Polk stated that these are com- 
plete with the exception of Con- 
necticut, whose totals will not be 
available for some time because 
of flood delays and a change in 
the state’s registration methods. 


For the 47 states and the Dis- 


| trict of Columbia now completely 
tabulated, the total of passenger 


car sales was 296,722 units, an in- 
crease of 15.04 per cent as com- 
pared with the same area in 
March, 1935, when the total was 
257,921. National ffigures’ for 
Marcn, 1935, were 261,477, with 
Connecticut included. The indi- 
cated national total for March, 
1936, is just over 300,000 units, as 
estimated earlier by Polk. The 
all-time record for March, in 
1929, was 377,802 units. 


For the nation less Connecticut 


Moose Caravan 
To Tour Country 
In Studebakers 


CHICAGO. — A nation-wide 
goodwill tour by regional man- 
agers of the Loyal Order of 
Moose is under way in advance of 
the fraternal order’s national con- 
vention to be held in Chicago, 
June 30-July 4. The 12 good will 
couriers are driving 1936 Stude- 
baker Dictators and will visit 
every city or town of more than 
5,000 population between now and 
convention time. 

The goodwill couriers plan to 
make one day visits in each city. 
While there they will attend 
noonday luncheon meetings, ad- 
dress parent-teachers associations 
and other civic or social groups 
during the day and will stage 
monster meetings of each local 
chapter of the L.0O.0.M. during 
the evening. Parades are also 
planned in the majority of cities 
and towns with local organiza- 
tions participating. City officials 
will designate the day of each 
courier’s visit as “Moose Day.” 

The Chicago Moose convention 
is, according to present plans, to 
be one of the largest gatherings 
of its kind ever staged in Chicago. 
According to Paul P. Schmitz, 
Moose executive, it will rival in 
attendance the famous American 
Legion convention held during A 
Century of Progress. A gigantic 
parade with more than 650,000 
marchers, will be staged by the 
Moose on July 4. 








Above 52,000 


the truck and commercial car 
total for the month was 51,817 
units, an increase of 26.40 per 
cent from 40,994 in the same area 
in March, 1935. The largest na- 
tional total any other March in 
history was in 1929, when the reg- 
istrations were 46,368 units. The 
indicated national total for March, 
1936, with Connecticut included, 
is over 52,000 units, as compared 
with 41,511 in March, 1935. 


Oldsmobile Sales 
Hit Record Pace 
In April Period 


LANSING. — Bettering all pre- 
vious records, Oldsmobile sold 
more cars at retail in April than 
in any other month in the com- 
pany’s history. Dealers reported 
delivery of 24,374 Oldsmobiles in 
April, as against 20,738 in March, 
the previous all-time record, ac- 
cording to D. E. Ralston, Oldsmo- 
bile vice-president and general 
sales manager. The last 10 days 
of April likewise set a new rec- 
ord for any 10-day period, with 
delivery of 9,262 Oldsmobiles. 


William E. Seeley 

BRIDGEPORT, Conn. — William 
Elmer Seeley, 73, a pioneer in Con- 
necticut’s automotive industry, died 
recently at Bridgeport General Hos- 
pital after a brief illness. He started 
with the Electric Vehicle Co., Hart- 
ford, in the Nineties and later repre- 
sented that company in Washington, 
D. C. In 1907 he joined the Blue 
Ribbon Horse and Carriage Co., 
Bridgeport, as a salesman and a 
year later, with Johannes Schiott, 
formed the present Blue Ribbon 
Garage, Inc., now a Dodge dealer- 
ship. Mr. Seeley was secretary and 
treasurer of the company for a few 
years and finally retired from the 
automobile field. 





| 
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Truck Interests 
Lose One Round 
In Rail Fight 


WASHINGTON.—The motor 
trucking interests lost a round 
this week in its bout with the 
railroads, the Interstate Com- 
merce Commission refusing to 
prohibit general extension of pick- 
up and delivery service by east- 
ern railroads at this time. In- 
vestigation of the matter by the 
commission will continue, how- 
ever. 

This war between the rail and 
motor carriers of freight began 
last Jan. 20 when the Western 
and Southern railroads were per- 
mitted to institute a free pick-up 
and delivery service, allowing five 
cents per hundredweight to ship- 
pers doing their own collection. 
On Mar. 1 the eastern roads ap- 
plied for permission to do the 
same thing, which the ICC with- 
held, at the same time announc- 
ing it would investigate the situa- 
tion. On Apr. 1 the eastern rails 
filed amended tariffs, omitting 
the five-cent allowance and these 
the commission now refuses to 
suspend. 

The American Trucking Assns., 
which has stoutly opposed the 
tariffs now permitted the eastern 
roads, suffered another setback 
this week when the ICC refused 
its petition to institute on its own 
motion a nation-wide investiga- 
tion of all contracts, ownerships 
and controls of rail transporta- 
tion and all free and below-costs 
collection and delivery services 
and allowance therefor by the 
roads. 


Monster Safety 
Meet Staged in 
Washington, D.C. 


WASHINGTON. — The national 
capital was treated to an event 
unique in its motoring history 
Thursday night when _ several 
thousand members of the Key- 
stone Automobile Club filled to 
overflowing the Grand Ballroom 
of the Willard Hotel to promul- 
gate a traffic control and safety 
program for this city. 

With prominent members of 
congress, District of Columbia 
Commissioner Melvin C. Hazen, 
heads of the police and traffic de- 
partments and leaders in many 
walks of life attending as guests 
of honor, the gathering proved a 
striking cross-section of the mo- 
toring public. A strikingly large 
attendance of women members 
demonstrated their rising interest 
in motoring matters and they 
helped to ratify enthusiastically 
a “Keystone Platform” designed 
to help the authorities solve the 
complex traffic problems of the 
capital. 


AT THE PACIFIC regional district managers’ training school 
banquet at the Farmount Hotel, San Francisco, the camera caught 
Tom Ray (left), Pontiac Pacific regional manager, and H. J. Klingler, 


president. 





Dealers Urged to Adopt 
Every Money Making Feature 


By JACK WEED 


LANSING.—In June the Olds 
Motor Works will graduate 10,000 
student - mechanics. These men 
now working for Olds dealers in 
all sections of the country have 
successfully completed a _ six- 
month intensive course in proper 
service methods under the direc- 
tion of J. J. Dobbs, general serv- 
ice manager at the Lansing plant. 
This graduation class, according 
to Dobbs, is merely a highlight in 
a well planned campaign that is| 
just now only beginning to get 
fully under way. 

“The training of mechanics, 
while important, is only a part 
of our endeavor to put our deal- 
ers in a position to increase their 
service profits and get greater 
customer contact,’ says Dobbs. 
“We urge dealers to make their 
places attractive in order to se- 
cure more patronage and we em- 
phasize equally that service fa- 
cilities should be laid out so that 
the customers can be served 
promptly and smoothly. 


Example Cited 
As an example of the plan’s 





success, Dobbs cited the Lansing 
Oldsmobile Co., where the service’ 


Parts and Service Dept. Personnel Requirements 


Customer 


Labor Sales $590 | $1000 _ $1500 


Service Managers 
Shop Foreman 
Service Inspectors 
Final Tester 
Motorcycle Pick-up 
General Utility 
Porter 

Parts Manager 
Parts Man 
Parts Helper 


Suggested 
Non-Productive 
Salaries and 
Wages Total 


*$333 $396 


Per Cent of 
Customer 
Labor Sales 


*66.6 39.6 


$2000 


$790 
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Oldsmobile Has Comprehensive Service Program 


a customer 
with 
leading 


To the left is 
tion department 
floor marking lines 
it. 

R. A. Mooney, service manager, 
supplied the records of improve-| 
ment in his business for the} 
months since the service promo- 
tion program was installed. Be- 
low are the comparative figures | 
for March and April for the two 
years. The tabulation shows only 
these two months as they are in-| 
dicative of the progress made 
every month since the new meth- 
ods were adopted. These records 
are made in a city which has a 
potential Oldsmobile car owner- 
ship of 1,550 cars four years old 
or less, which is the determining 
factor for establishing a service 
potential under the Olds plan. 
Before listing the detailed figures 
it should be stated that this deal- 
ership increased its number of 
car owners coming in for service 
46 per cent in the first six months 
under the service promotion plan. 
It increased its customer labor 
sales 99 per cent and its percent- 
age of fixed gross profit to fixed 
expense 14 per cent during the 
same period. 


recep- 
guiding | 


$2500 | $3000 | $3500 | $4900 | $4500 | $5000 





| diagraming, 


$945 | $1063 | SIIII | $1300 | $1389 | $1670 | 
| 


| easy to keep immaculate. 


into | | 


| lubrication 
department in modern service, as 
it averages 20 per cent of service | 


| tune-up coming third in 
| tance from the standpoint of be- 
|ing a feeder to other services, 
| not in actual dollar volume. 





BRIGHT AWNINGS and departmental signs are used to emphasize the various services rendered. 
View of Lansing Oldsmobile Co. as you drive in the service entrance, 


April Chevrolet Sales Total 
134,431 Cars and Trucks 


007 and they have actually taken 
in $15,855.04 for this period, ex- 
ceeding their quota by over 58 per 
cent. 
Lubrication First 
According to their records, too, 
is the most essential 


work, followed by an efficient 
bumping and finishing depart- 
ment, with motor analysis and 
impor- 


In 
the heavy service department 10 
per cent of the work originated 


| from wreck work. 


The layout of the departments 
provide that the service most in 
demand is most convenient. The 
first department in demand is 


a full awning, which covers the 
two lifts. 
as shown 
photograph on this page, 
in glazed tile, which sets this de- 
partment apart and makes it 
Next 


|}comes the battery and electrical 





*Partly productive 


THE AVERAGE STAFF requirements for personnel in the service 
department under the Oldsmobile recommended service plan for 
dealers is shown above. The listing does not include productive 


workers such as mechanics. 


plan was adopted in January,) 
1934. 

The exterior of this dealership 
is distinctive. The front is con- 
structed of colored glass with 
black glass and chromium fin- 
ished steel predominating. As 
you drive into the service en- 
trance, the first thing to be seen 
is a neat, attractive, modern lub- 
rication department on the right. 
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1936 19235 1936 
March April April | 
1,903 78 1,588 

oo 


S74 905 


1935 
March 
921 
445 


Repair Orders 
Lubrications 
Lubricants Sold on 
Monthly Plan 408 763 


It is interesting 'to note that 
in March this year profits from 
the service department were 91.5 
per cent of the fixed expense of 
the dealership. Their quota for 
this year is $35,743. Their quota 
for the first four months is $10,- 


72 





department and then the motor 
analyzer and quick service, then 
brake and front wheel aligning, 


| all set apart by wall canopy awn- 
| ings. 


In the corner is the wash 
rack for two cars. Heavy service 
is handled across the back of the 
service room, with the _ spray 
booth in the opposite rear corner. 
Canopies Used 
Awnings and canopies are used 
extensively to help department- 
alize the service facilities. As 
stated by Dobbs, “most service 
rooms today are really hang- 
(Continued on Page 16, Col. 1) 


CUSTOMER RECEPTION department with plenty of room for cars to park and with guide lines 
on the floor to guide drivers into the department makes for customer comfort at the Lansing-Olds- 


mobile Co. 


if | 


| month Chevrolet 
| the lubrication department under | 


The floor paving and | 
by the} 
is done | 








DETROIT. 
car and truck sales in April to- 
taled 134,431 units, setting a new 
all-time high mark for any single 
month in the company’s history, 
W. E. Holler, vice-president and 
general sales manager of the 
Chevrolet Motor Co., has an- 
nounced. Sales for the year to 
May 1, totaling 406,620, set a new 
all-time record for the first four 
months of a year. 

The achievement followed close 
on a record-breaking March, 
which, until April figures were 
in, stood as the greatest single 
ever experi- 
enced. 

April an in- 


sales represent 


crease of nearly 35 per cent over | 


sales were an increase of 48 per 
99,811. The first four months’ 
sales were an increase of 48 per 
cent over those of 1935, which 
were 274,121. 

“All phases of the dealers’ bus- 
iness shared in the _ increase,” 
Holler said. “Whether considered 
from the standpoint of total unit 
sales, of truck sales, or of used 
car sales, April set a brand-new 
mark. Heavy volume of used car 
business contributed to the new 
car results by keeping dealers’ in- 
ventories advantageously low.” 

Sales of used cars in April to- 
taled 197,270, Holler reported, pro- 
ducing a total of 679,104 used car 
sales for the first four months. 
Both these figures represent new 
all-time highs. The greatest prev- 
ious single used-car month in the 
company’s history was March, 
1930, when 174,542 units were sold, 
and the greatest corresponding 
four-months’ period was in 1930, 
when sales totaled 456,538. 

Chevrolet produced 143,315 cars 
and trucks in April, a total ex- 
ceeded only in four 1929 months, 
the industry’s peak year. This 
was a gain of 13.8 per cent over 
the April, 1935, total of 125,888. 

Total production for the first 
four months was 472,199, against 
360,561 in the corresponding 1935 
period. The April total includes 
127,713 units for sale in the United 
States, 8,303 made in the United 
States for export, and 7,299 units 
made in Canada. 


Sprague W. Perkins 


COLUMBUS, O. — Sprague W. 
Perkins, wholesale manager for the 
Ford Motor Co. in Michigan and 
western Ohio. was killed last Sat- 
urday when his car overturned 10 
miles south of here. He was 35 
years old. 


Chevrolet dealers’ 





Jeffries Is Studebaker 


Chief Truck Engineer 


SOUTH BEND.—The appoint- 
ment of S. A. Jeffries as chief 
truck engineer of the Studebaker 
Corp. has been 
announced by 
D. G. Roos, vice- 
president in 
charge of en- 
gineering. 

Jeffries comes 
to Studebaker 
after a number 
of years as chief 
engineer of the 
Reo Motor Car 
Co., truck divis- 


ion. Before _ g. A, Jeffries 


| that, he served 


as assistant engineer in charge 
of experimental truck design for 
the Reo Motor Car Co. as far 
back as 1918. He is a graduate of 
engineering from Michigan State 
College. Following his gradua- 
tion he was associated with the 
engineering departments of sev- 
eral automobile manufacturers, 
where he built up a background 
of general automotive experience. 

Jeffries will be in charge of 
Studebaker truck engineering 
and design. 


New to Used Car 
Sales Ratio Set 
At About 1 to 1.75 


(Continued from Page 1) 
ins on both new and used cars 
are even more uniform than in- 
stallment percentages. 

“Reporting dealers had 113.2 per 
cent more new cars and only 48.7 
per cent more used cars on hand 
at the end of the year than at the 
beginning. This seems somewhat 
surprising in view of all that has 
been published about excessive 
stocks of used cars. However, 
the greater increase in new car 
stocks is undoubtedly due to the 
early introduction of new models 
in 1935. 

“Computations indicate that 
these dealers had about 75 per 
cent more money tied up in in- 
ventory of new and used cars at 
the end of 1935 than they had 
one year earlier.” 
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10TH. YEAR 


One sacred pledge we make our friends here 
This publication, God willing and so 


and now. 


long as it is in our charge, will never champion 
the cause of any individual or any corporation 


which is not for the best interests of the automo- 
Nor will its columns 


tive industry as a whole. 


be used to spread gossip or inflame prejudice. 


It will confine itself to the upbuilding of the 


industry it is pledged to serve, wholly through 
the dissemination of NEWS which is timely, 
authentic and of value -—(ADN 6-10-1933) 
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Criminal Negligence 


= ALL the tumult and shouting about highway car- 
nage one fact stands out in bold relief—that is the 


utter inadequacy of our present day highways. 


It is true 


that valiant and admirable efforts are being made today 
to reduce our accident toll through education and exhor- 


tation. 


Fundamentally, however, real strides cannot be 


made until our highways are brought into line with the 
development of the present day automobile. 


It is time that we recognize this and stop pothering 
with a lot of cottontailish ideas that codes of road cour- 
tesy and ethics will make up the deficiency in our road 
mst Many of our highways today follow the 
winding trails scratched a century ago by the plodding 


construction. 


hoofs of draft oxen. 


Through Pennsylvania highway 


No. 6 traces with amazing adherence to detail the trail 
blazed by General Sullivan in his Revolutionary cam- 
paigns—when even a crude wheel was a novelty. 

This great through highway, with its hairpin curves 
and two narrow lanes of concrete, may be a thing of 
beauty to the nature lover, but it is a stark terror to our 


business traveler to whom time is precious. 


Yet today 


great gangs of men may be found along this trail repair- 


ing its inadequate surface. 


If we were to send out gangs 


of men to pour typhoid germs into a polluted reservoir 


we unquestionably would be sent direct to jail. 


But we 


repair the surface of an inherent motor death trap to 
make it faster and more deadly and boast about it. 


Roads are needed to fill a national demand for roads. 


Roads would be our salvation in time of war. 


Our cars 


are not too fast—our roads are too slow. Shall we throw 
away the progress which has been made in designing cars 
or shall we redesign our roads in order that cars may give 


us the usefulness built into them? 
Which is progress? 


Which 


is cheaper? 


Yearly, millions of dollars collected 


from motorists to build roads, are diverted to other uses. 
This must be stopped. To continue on our present status 
is, no matter how thin you slice it, nothing short of 
CRIMINAL NEGLIGENCE in capital letters. 


Delivered Prices 


rae WEEKS ago we touched editorially on the prob- 


lem of FOB prices. 


Perhaps, dealers now are too 


busy selling cars to give much attention to such a prob- 
lem. From our standpoint we would say that delivered 
prices would be preferable to standardized FOB prices. 
Delivered prices, on the other hand, except in local adver- 
tising, would be unwieldly to handle. Therefore, why not 
adopt some definite nomenclature for the FOB car. 

May we suggest the following outline: FOB price would 
mean a car equipped with five wheels, a spare tire and 
tire lock, bumpers, horn, rearview mirror, all essential 
instruments and controls, fully painted and ready to take 
the road. Extras, such as radio, heater, clock, etc., would 
not be included. From this base then the buyer could 
compute with reasonable accuracy the added costs of 
freight and handling. The FOB price should mean the 
price for a car at the factory that is complete enough to 
be driven on the highway with comfort and safety and be 
a credit to the manufacturer from an appearance stand- 


point. 


transporting it to the new owner. 


The only necessary added cost should be that of 
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By the Publisher 


WHAT For the past three 
Is weeks I have been de- 
AHEAD? voting the space in this 
column to my present 

hobby which is: the substitution 
of ALL STOP signals at about 
half of the intersections where 
Stop-and-Go signals now result in 
not only a colossal waste of time, 
but are a genuine menace from 2 
safety standpoint. Again last Sun- 
day the New York Times devoted 
additional space to a discussion 
of my project. An interesting and 
constructive criticism appears as 
a reader’s letter in an adjoining 
column on this page. I have laid 
the plans before various safety 
groups and the American Auto- 
mobile Assn., who is, after all, 
the one competent to judge as to 
its practicability, so while the pot 
simmers let’s talk about other and 
perhaps more interesting things. 

* * * 


WHAT MONTH will top the 
1936 selling season? ‘There’s one 
to stop any automobile man in 
his tracks and I ask it to start 
discussion and with no idea that 
I would have the temerity to 
try to answer it. The whole 
industry this year is on an un- 
charted sea. With the November 
shows last year we upset a regu- 
lar course which was pretty defi- 
nitely fixed for anyone who had a 
mind to dally with the figures 
which experience made available. 
Today, the wise sales manager is 
dreading the time when the pro- 
duction department will say: “How 
many can you sell in June, July, 
August and September, big boy?” 
He is asking his dealers and the 
answers he gets are as variegated 
as the rainbow’s colors, if not as 
promising. 

* * Bd 

THERE ARE A lot of factors 
to be taken into consideration this 
years that are entirely (as they 
say in the financial reports) “non- 
recurring.” We optimists adjust 
our glasses and say, “you haven’t 
seen the peak yet, it may come in 
May, but we won't believe it. Not 
in the face of the daily improving 
conditions, more money in cir- 
culation, the long dammed-up 
market not yet satisfied, not by 
a jugful! And then the soldiers’ 
bonus to be paid next month 
which ought to do about as well 
to help clean up the used car 
lots as anything that could hap- 
pen, to say nothing of the new 
ears it will help finance!” But, 
says the pessimist: “Sooner or 
later the public will sense the ap- 
proach of the earlier new car an- 
nouncements. Someone, some- 
where, will announce their new 
1937 line and that will be just too 
bad for the rest of us!” This is 
a good time for every man in the 
business to “look and listen,” but 
keeping in mind Arthur Bris- 
bane’s sage advice, “always be a 
bull on America!” 

* * * 


THE BEST NEWS we get now- 
adays is that our dealers are 
again making money. Not as 
much as they should (of course 
not!), but then enough to show 
them the way out of the quag- 
mire, which seemed such a hope- 
less situation to meet. Our men 
on the road, from Maine to Cali- 
fornia, who contact dealers and 
others report that there is an en- 
tirely new feeling abroad. Our 
own new and renewal business on 
ADWN shows that the kind of deal- 
ers who like what we have to 
offer them are glad to pay $6.00 
a year for the news service we 
render. We have been asking our 
men lately to report on the status 
of the dealers who are stressing 
SERVICE, through the promotion 
of their lubrication departments 
and the answer has been exactly 
as we expected—it is these deal- 
ers who are making more money 
by making more friends! I hope 
you are too!—G. M. S. 


Take Out the Core! 


In This 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


All Stop 

Have been thinking about your | 
ALL STOP SIGNAL idea since 
first reading about it in the Apr. | 
25 edition of ADN. 

Granted that there are thou- 
sands of unnecessary traffic con- 
trol lights at lightly traveled but | 
yet dangerous intersections. Also 
granted that there is much so- 
called valuable time wasted while 
waiting for these lights to change | 
when traffic is light in the op- 
posite direction. 

Please understand that’ the 
criticism offered is meant to be} 
of the constructive type. I have 
no intention of attempting to be- 
rate your scheme. 

Your light would no doubt be 
well worth while. Especially at 
first, since it is different, and cer-| 
tain to attract attention. 

Then if your proposition is| 
predicated on saving time for 
busy motorists, WHY have traffic 
in BOTH directions stop. Why 
not, instead, substitute a similar | 
signal to the one you propose, but 
one which will permit traffic in 
one direction to pass uninter- 
rupted, while requiring traffic in 
the other direction to stop before 
proceeding. 

I will agree that this sounds 
a lot like the familiar boulevard 
stop. The type of signal I pro- 
pose would only be used at those 
intersections that are more or 
less dangerous. 

If your plan is good I cannot 


see why the plan I suggest is not | 


equally as good or better, since 


it requires traffic to stop in only} 
if the} 


one direction. Certainly 
one idea was not effective in 
making cars traveling in the stop 


direction come to a stop, then the | 


other idea could not be effective 
in making cars in both directions 
stop. 

One other thing that occurs in 
my mind at this time. If two 
cars traveling on the two differ- 
ent roads both stopped for the 


| proposition 





intersection at the same instant, 
might there not be some question 


as to who had the right to resume 

travel first?—S. J. Swain jr., 

Swain Motor Car Co., Medina, O. 
+ + * 

Editor’s Note: We take the 
liberty of reprinting this letter 
because what we want most of 
all is a healthy discussion of our 
suggestion, in which naturally we 
assume there are still some 
“bugs.” 

The scheme is up before the 
Safety Councils in several states 
and is also being looked over by 
the American Automobile Assn. 
at Washington. 

The obvious answer to your 
that the boulevard 
type of signal allowing one lane 
of traffic to continue without 
stopping is in error, is that quite 
possibly the driver on the “stop” 
street would have no opportunity 
to safely cross. 

The answer to your last para- 
graph is that it is, I believe, prac- 
tically a standard highway law 
that the car to your right always 
has the right of way.—G. M. S. 


AS OTHERS 
SEE IT 


The Automobile’s Future 

Dr. Miller McClintock, Harvard 
professor and authority on traf- 
fic, fears for the motor industry. 
He finds that in congested cities 
people are turning from the au- 
tomobiles to mass carriers, be- 
cause of traffic jams, parking dif- 
ficulties and frequency of acci- 
dents. He believes that streets 
must be scientifically redesigned 
for the motor age. 

Congestion is a fact, and we 
are prepared to believe that in 


| large cities we shall always have 


it with us, regardless of scientific 
street design, for the simple rea- 
son that the more room we make 
for motors on our thoroughfares, 


(Continued on Page 21, Col. 3) 





Canadian Budget Reduces Tariff on Cars to 172% 


Will M aintain Industry, 
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Aid Consumer, Is Hope 


OTTAWA.—Basing his altera- 
tions in the tariff and taxes af- 
fecting the automobile industry in 
Canada on the recommendations 
made by the Canadian tariff 
board, following the recent in- 
vestigation, Charles Dunning, 
minister of finance, announced 
some revolutionary changes, when 
introducing his budget here May 
Day. 

“Broadly speaking,” Dunning 
explained, “the policy proposed in 
respect of automobiles is, I be- 
lieve, one that will maintain the 
industry in Canada and, at the 
same time, guarantee fair prices 
to consumers. The relation a 
vitally interdependent one—of the 
so-called parts industry to that 
of the huge manufacturing and 
assembling plants has been closely 
studied, and a feature of the new 
schedule is the manner in which 
the attainment of a high degree 
of Canadian content in the com- 
pleted vehicle is encouraged. 


Apply to All Cars and Trucks 


“It will be remembered that 
under the Canada-United States 
agreement recently approved by 
Parliament, the duties on automo- 
biles were reduced from 20, 30 and 
40 per cent, respectively, on the 
three price ranges, to 17%, 22% 
and 30 per cent, respectively. It 
has been decided to make the ex- 
isting intermediate tariff of 17% 
per cent apply to all automobiles 
and trucks—all of which (includ- 
ing parts for original equipment, 
replacement or repair) will be 
free of duty under the British 
preferential tariff.” 

The changes supplement the 
provisions of the United States 
trade treaty which made the in- 
termediate tariff instead of the 
general applicable to imports from 
that country. 

The intermediate rate on low- 
priced cars is maintained at 17% 
per cent, but is now made appli- 
cable to all cars. Old intermediate 
rates were 17% per cent on cars 
under $1,200 in value, 22% per cent 
on cars between $1,200 and $2,100 
in value and 30 per cent on cars 
over $2,100 in value. 


New General Tariff Set 


A new uniform general tariff 
rate of 27% per cent was fixed, re- 
placing former rates of 20, 30 and 
40 per cent. 

As the United States and the 
United Kingdom, the chief motor 
car producing countries apart 
from Canada, come under lower 
rates, the general impost has lit- 
tle significance. 

New excise tax rates on motor 
cars are of more significance so 
far as the manufacturer and the 
buyer of cars are concerned. 


Cars valued at $650 or less will 
be free of this tax, but cars valued 
at more than $650 will be taxed 5 
per cent on the value in excess of 
$650, provided that the tax on any 
single car shall not exceed $250. 
This impost applies to both 
Canadian made and imported cars, 
It means a new impost on Canad- 
ian cars over $650 which have high 
Canadian content. 

Prior to the United States 
treaty imported cars were as- 
sessed 5 per cent on the first $1,200 
and 10 per cent on the value in 
excess of $1,200. These taxes, so 
far as American cars were con- 
cerned, lapsed with the treaty, 
but a 3 per cent import excise 
tax was applied. Now the 3 per 
cent tax will be levied on Ameri- 
can cars in addition to the 5 per 
cent tax on value in excess of 
$650. 

Exemption of cars under $650 
lets most of the low-priced stand- 
ard models off free. 


Tariff rates on parts are ad- 
justed with a view to encourag- 


ing manufacture in Canada and | 
the automobile producer who can | 
show a high Canadian content in | 
his car will have a widened op-| 
portunity of importing necessary | 
parts at little or no duty. 

The free list for motor car 
parts, regardless of Canadian 
content, is enlarged by the addi- 
tion of a few less important parts 
but many parts previously on the 
free list are now made dutiable | 
subject to free entry when con- 
tent requirements are met. An} 
important change makes it pos- 
sible for a manufacturer to im-| 
port chassis frames duty-free by | 
keeping up his content. 
On the same parts item the| 





regular duties are set at free 
under the British preferential, 20 
per cent under the intermediate 
(United States) and 30 per cent 
under the general tariff. This is 
where the Canadian content re- 
quirements come in. 


Half of Cost in Britain 

When these parts are imported | 
by a manufacturer whose total 
production in the same year is| 
less than 10,000 cars he may get | 
them in free under the interme- | 
diate and at 25 per cent under | 
the general rates if not less than | 
50 per cent of his factory cost of | 
production is incurred in the 
British Empire. 

If the manufacturer importing | 
produces more than 10,000 cars} 
in the year he may get the lower | 
rates if his factory cost incurred | 
in the British Empire is not less 
than 60 per cent of the total cost. 

This latter requirement is to | 


| dutiable 
| mediate 


| from levels ranging from 


jump to 65 per cent after Mar. 
31, 1938. Thus, Canadian motor 
manufacturers are encouraged to 
step up their purchases of Em- 
pire materials and labor and 
given nearly two years to do it. 


Certain parts used in the man- 
ufacture of trucks are made 
at 17% per cent inter- 
and 27% per cent gen- 
eral without stipulation as_ to 
Canadian content. 


On a few parts, such as brake 
and clutch linings, complete en- 
gines and miscellaneous parts, 
the intermediate rates are _ in- 
creased to 25 and 30 per cent 
22% to 
30 per cent. Drawbacks of about 
25 per cent formerly paid have 
been cancelled. 


Considerable advantages 
accrue to the manufacturer 


also 
in 


the form of lower duties on some | 


materials and machinery. They 


REG, APPLIED 
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get a reduction on their stee? 
from $8 per ton intermediate and 
$4 British preferential to $4 and 
free. Additional drawbacks are 
given in a few instances. 


Will Save Several Dollars 


Manufacturers who comply 
with the provisions as to content, 
50 per cent for production of less 
than 10,000 cars and 60 per cent 
for production of more than 10,- 
000, will be permitted to buy tires 
and tubes for new cars free of 
the ordinary excise tax. This is 
expected to mean a saving of 
several dollars on each car. All 
automobiles and parts are made 
free of duty under the British 
preferential tariff. 

The tariff on gasoline is re- 
duced from 2% cents per gallon 
to one cent per gallon. 

The tariff reductions on auto- 
mobiles and gasoline are effec- 
tive immediately. 


FOR U. 8. PAT. OFF. 


CAR SALES this spring are showing the 
soundness of the sales cry adopted by 
the industry when the new models 


were brought 


out last fall. “Back to 


luxury!” That was the sales appeal 
that rang the bell — aimed at the thou- 
sands who were tired of “depression 
living,” anxious to step up their stand- 
ards of ownership and enjoyment. 


“Back toluxury!” The new cars show 
it — in conception, in detail of trim and 
appointment. And just in time to meet 
this trend came the brilliant new up- 
holstery fabric that sets a new stand- 
ard of style, luxury and living-room 
comfort in car interiors. The modern 
“Breathing Back” Mohair Velvet! 


The back of this fabric is flexible, 
porous, automatically adjusts the air- 
pressure in the cushions, provides a 
softer, cooler ride. Capitalize on this 
new upholstery. Make it one of your 
luxury sales points — to help you ride 
the trend that is putting quality back 
on the sales map. 


MORE 
COOLER 


COMFORTABLE 
IN SUMMER 


EASY ON CLOTHES 


DEFIES WEAR 
EASY TO CLEAN 


TO SOIL 


HARD 


COLLINS & AIKMAN 


C OR P O R A T 
200 Madison Avenue, 


' oN 
New York City 





FINDLAY, O. Modernization , 
played an important part in the 


improvement of the service situa- | 


tion confronting the McCullough 


Motor Sales Co., Dodge-Plymouth | 
The two. photo-| 
graphs reproduced herewith give | 


dealers, here. 
a striking illustration of how an 
unsightly section of the floor area 
was turned into an appealing and 
profit-producing branch of the 
firm’s business. 


The following things were done | 
to convert an originally unattrac- 
into one of pleasant | 


tive place 
aspect and business utility: 


House Cleaning 


Floors, walls and ceiling were 
cleared, cleaned and painted. 


A well-stocked parts depart- 
ment was installed where the old 
stairway appeared in the “before” 
picture. 

The door leading to the heat- 
ing plant was moved around the 
corner where it does not break up 
the space continuity and causes 
no interference otherwise. 

Modern service equipment was 
provided and accessories in con- 
siderable variety were displayed 
in an attractive fashion. 

The available space was divided 
up so as to permit the laying out 
of a comfortable waiting area for 
customers. 

An “Approved Lubrication” and 
“Genuine Parts and Approved 
Accessories” sign was mounted 
where passersby could not miss 
seeing it. 

Minor changes were made with 
a view to creating an appealing 
selling atmosphere. 

In connection with the improved 


AUTOMOTIVE DAILY NEWS, SATURDAY, MAY 9, 1936 
Midernised Service Ohio Dodge Dealers Keynote 


McCullough Motor Sales Co. 
Finds Change Profitable 





©o— a 


phy nical appearance of their serv- | 


ice station, the McCullough Motor | 


Sales Co. adopted 


features of new Dodge and Plym- 
outh cars. 
attendants were trained to sell 
the customer thoroughly on the 
value of improved automobile 
lubrication. Seating facilities are 
| provided, to make waiting less 
tedious for customers. 

Owners of competitive makes 
of cars are also solicited for their 
service business, the theory being 
that their word-of-mouth recom- 
mendation is just as valuable as 
that passed along by Dodge and 
Plymouth owners. 

As a result of the moderniza- 
tion work described in preceding 
paragraphs, the lubrication busi- 
ness of the McCullough Motor 
Sales Co. has increased four-fold. 
The general service business has 
increased until it shows, at the 
time this is written, an increase 
of 60 per cent. The parts and 
accessory sales are 50 per cent 
greater than they were before the 
‘place was modernized. 


Courtesy Pays 

Courteous treatment of cistom- 
ers and the demonstration of cap- 
able service are convincing own- 
ers of the wisdom of “bringing 
the cars home” for regular in- 
spection and _ service. Owner 
satisfaction and goodwill are be- 
ing built up in a manner so ob- 
vious that their further continua- 
tion is certain to become an im- 
portant asset to the McCullough 
Motor Sales Co. 








How to Select a Compressor 


1st—determine the size needed. Your 
jobber’s salesman or the Manley man 
can help you. 

2nd—decide on a compressor that 
is made and backed up by a manufac- 
turer who designs and builds equip- 
ment for the automotive trade. 

3rd—look for a compressor that will 
stand up under continuous operation 
at maximum pressure without over- 


heating. 


4th—look for simple construction with 
fewer parts to get out of order. 

5th—look for a record of dependable 
performance—of long and trouble- 
free service life. 

The Manley M-80 is illustrated 
above. Capacity 8 cubic feet—enough 
for most service station requirements. 

Ask your jobber’s salesman totell you 
about the Manley line of compressors 


in capacities from 1 to 21 cubic feet. 


Manley Manufacturing Division of 
the American Chain Company, Inc. 


York, Pennsylvania 


In Business for Your Safety 


SERVICE 
STATION 


PUR A 


EQUIPMENT 


Salesmen and service | 


| 


an aggressive | 
follow-up system. They used the | 
lubrication lift, to show different | 


profits. 





business. 


gloom that was beginning to 
manifest itself in dealer circles 
in this vicinity, and prospects for 
a good crop year are bright. 
Dealers agree that a bountiful 
wheat and corn harvest will give 
Nebraska one of the best auto- 
motive sales’ years in its history. 

Dealers here are stressing good 
merchandising more than ever 
before. More money has been 
spent for machinery and service 
equipment than for several years, 
and service and repair business 
is booming. Guy E. Gamble has 
opened a new shop which will be 
devoted exclusively to beautifying 
the automobile. This “beauty 
shop” has been fitted with all 
modern equipment for washing, 
polishing and waxing cars. A 
pickup and delivery service also 
has been inaugurated. 


The Bloom Auto Sales 
moved this month to larger 
quarters, and installed consider- 
able new shop equipment. The 
firm is adding a used car lot at 
the same location to display used 
trucks. 


With its new outdoor used car 
display formally opened, _ the 
McFayden-Stewart Co. has been 
centering its attention on a spec- 
ial Ford salon. Exhibits from the 
Ford factory and from the San 
Diego exposition were displayed. 
It is especially lighted for night 
displays. 

A new used car lot at 2415 O 
street, with 5,000 square feet of 
display space, has been opened 
by the H and H Chevrolet Co. 
of South Omaha. 

Four Ford dealers, Sample- 
Hart, J. V. Thorndike, Inc., Mc- 
Fayden-Stewart, and _ Russell 
Motors, have boosted used car 
sales during the past few weeks 
with co-operative advertising used 
in the daily and Sunday papers, 
as well as through outdoor dis- 





Co. | 





| well as boosting used car sales by 


MODERN LUBRICATION equipment of the latest type has not 
only transformed the service department of the McCullough Motor 
Sales Co., Plymouth-Dodge dealers, of Findlay, O., into the attractive, | 
inviting scene shown above but has resulted in a jump in service 


THIS IS THE WAY the lubrication department of the McCul- 
Jough Motor Sales Co. looked before the modernization program was 
adopted. The effort and money that it took to convert this unsightly 
spot into its present state have yielded large returns in increased 


ates kus nsure wGeail Corn Ci rop; 


Omaha Sales Future Bright 


OMAHA.—Generous rains over 
the entire state have dispelled the 


plays and window cards. The four 
companies feature R and G in 
their advertising, and offer a two- 
day money back guarantee along 
with free custom painting on any 
of their R and G cars. 


Brandes - Campbell, Hudson - 
Terraplane distributors, have in- 
augurated with good results a 
“drive-in” used car department. 
Customers are invited to drive in 


|}and shop at their leisure, thus 


doing away with the parking 
problem. 

Barish-Sanders, distributors of 
Dodge and Plymouth, have nearly 
doubled their service business as 





introducing a special service club 
| offer. Membership coupon books 
| good for 12 free chassis lubrica- 
| tions are given with the purchase 
| of any dependable used car. 


‘Ti re Dealers 
| Hope to Im prove 


Sales Methods 


NEW YORK—_E Elimination of 
practices which have been de- 
| moralizing tire dealers is looked 
for at the forthcoming Industry 
Conference at Chicago, June 4, at 
the Stevens Hotel, according to 
George J. Burger, of the National 
Assn. of Independent Tire Dealers. 

Some of these unethical prac- 
tices, Burger declares, are selling 
below cost, secret rebates, price 
discrimination, false and mislead- 
ing advertising and misrepresen- 
tation. Through these practices, 
he continues, thousands of inde- 
pendent tire dealers have been 
ruined and losses amounting to 
millions of dollars have been 
sustained by dealer and manu- 
facturer alike. 

Trade rules adopted at the 
dealer convention in November, 
1935, will be a base from which 
the coming conference will de- 
cide what action will be the most 
effective in bringing relief to all 
those engaged in tire merchan- 
dising, Berger says. 

Appointment of the following 
state directors of the NAITD is 
announced by Burger: Howard J. 
Sunderland, Baltimore, Md.; Mar- 
vin Williams, Gadsden, Ala.; U. 
S. Grant, San Diego, Calif.; J. T. 
Linehan, Boston, and David Leh- 
man, Washington, for the Dis- 
trict of Columbia. 





Cincinnati Assn. 
Elects Officials 


CINCINNATI. — At the annual 
election of the Cincinnati Auto- 
mobile Dealers’ Assn., May 4, at 
the Hyde Park Country Club, the 
following members were elected 
directors: H. H. Heidt, R. C. 
Lippert, F. J. Santry, J. W. 
Tarbill, and Mason Towle. 

They will serve for two years 
with the following holdover di- 
rectors: W. F. Heinz, G. K. 
Crocker, C. H. Petermann, and 
G. L. Ten Eyck. 

At a meeting of the new di- 
rectorate, G. K. Crocker was 
elected president. He succeeds 
William F. Heinz. Mason Towle 
was elected vice-president and F. 
J. Santry treasurer. Harry T. 
Gardner was reappointed secre- 
tary- manager. 





Every Lubrication Point 


Easily Reached 


with 


Complete Accessibility 
Handle All Cars 
Self-Leveling Platform 


URTIS LIFTS 


Drop-Away Wheel Guides 
Oil-Locked 
Absolute Safety 


CURTIS PNEUMATIC MACHINERY CO. 


1993 KIENLEN AVENUE - - - 
CHICAGO . 


NEW YORK - 
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ST. LOUIS, MO. 
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Original Service Equipment Shows March Gain 


MEMA Index Now at 149 
Against 135 During Feb. 


NEW YORK.—According to re-| cent of the base index, which 


ports received from manufactur- 
ers furnishing the Motor and 
Equipment Manufacturers Assn. 
with monthly business figures, 
shipments of both original equip- 
ment and service equipment rose 
for March while service parts and 
accessories shipments to whole- 
salers showed a downward trend. 
The continued capacity operation 
of car factories accounts for the 
jump in original equipment ship- 
ments while preparation for 
spring tune-up work undoubtedly 
is making the demand for service 
equipment heavier. 

The grand index for all manu- 
facturers reporting stood at 149 
per cent of the January, 1925, 
base as compared with 123 per 
cent for February and 135 per 
cent for March, 1935. Shipments 
to vehicle manufacturers for 
original equipment were 160 per 


Machine Tool 
Sales Advance 


DETROIT. — “Stimulated by a 
few flood replacements, a certain 
amount of automobile business 
and one price increase, machine 
tool sales were better in April,” 
says American Machinist. 

“In the New England territory 
orders and inquiries continue to 
come in in satisfactory volume 
and distributors are optimistic for 
continued good business for sev- 
eral months. The Metropolitan 
district, according to New York 
distributors, 
improvement in actual orders that 
may bring the month of April 
almost into the 1929 class. Con- 
siderable business in this terri- 
tory was stimulated by the in- 
crease in price of radial drills. 

“Pittsburgh reports that flood 
damage to industrial equipment 
was apparently much more seri- 
ous than had been thought at 
first. Both machine tool and 
small tool business in this terri- 
tory is working toward higher 
levels. 

“In Cleveland wage rates are 
tending upward but the pressure 
of the skilled labor shortage is 
easing as a result of the many 
training programs that have now 
been operating for some months. 
A slackening of domestic business 
for machine tools and small tools 
is being offset by foreign orders.” 


Tire Conference 


Set for Chicago 


WASHINGTON.—The trade 
practice conference for the rub- 
ber tire industry sponsored by 
the Federal Trade Commission 
will be held at the Stevens Hotel, 
Chicago, Thursday, June 4, it was 
announced by the commission 
this week. 

Letters outlining the scope of 
the conference and extending an 
invitation to attend will be mailed 
soon to all members of the in- 
dustry whose names can be ob- 
tained and in addition a general 
invitation to all branches of the 
industry is extended. 

The purpose of the conference 
is to eliminate by voluntary ac- 
tion, if possible, tire trade prac- 
tices concerning which complaints 
have been filed with FTC. 


William Henry McGregor | 


Mc- | 


DETROIT.—William Henry 
Gregor, chairman of the board of 
the National Twist Drill & Tool 
Co., is dead here. 

In 1903 he helped found the com- 
pany, serving as its president from 
then until 1926, when he retired 
to the position of board chairman. 


has experienced an| 








compares with 127 per cent for 
February and 142 per cent for 
last March. 

Service parts shipments 
wholesalers dropped to 109 per 
cent of the base from the Feb- 
ruary index of 116 per cent. The 
March, 1935, figure was 144 per 
cent. Accessories shipments also 
declined from the February in- 
dex of 160 per cent to 120 per 
cent for March as compared to 
101 per cent in March, 1935. 


Service equipment shipments 
to wholesalers stood at 97 per 
cent of the base, a rise of 13 
points from the 84 per cent Feb- 


ruary index. This compares with | 


72 per cent for March, 1935. 


LIBBEY: OWENS: FORD 


@ ———— 


Collections Improving 


Credit Men Declare 
WASHINGTON.—Collections in 
the automotive manufacturing in- 
dustry are improving, Secretary 
of Commerce Roper revealed this 
week in making public results of 
the first monthly joint study by 


| the National Assn. of Credit Men 
to 


and the Bureau of Foreign and 
Domestic Commerce. This showed 
that in March the percentage of 
collections to accounts receivable 
at the beginning of the month 
was 59.2, against 55.9 in Febru- 
ary and 56.5 in March, 1935. 


The study shows that total sales 


|of 582 reporting manufacturers 


among principal industries in- 
creased 13 per cent in dollar vol- 
ume for March over that month 
last year. The value of trade for 
1,045 wholesalers reporting showed 
an increase of 12 per cent. With- 





out adjustment for seasonal vari- 


ations, manufacturers of motor 
vehicle parts reported increased 
sales of about 27 per cent from 
February to March, the largest 
increase of any of the industry 
groups during that period. 


Goodrich Shows 
Tire Calculator 


AKRON. — A new tire calcu- 
lator for 1%-ton trucks, and a 
new “practical guide for tire 
combinations on 1%-ton and 
larger trucks” have just been pub- 
lished by the B. F. Goodrich Co. 

When Goodrich introduced the 
original tire calculator and the 
‘‘practical guide for 1%-ton 
trucks” several years ago, the 
material found a public among 
fleet operators and. independent 
truck owners who had need for 


9 


a simple and accurate way to de- 
termine tire needs. 

The new tire calculator, it is 
said, allows any one without pre- 
vious technical experience to show 
a truck owner: i 

The probable life of his present 
tire equipment; the size tire a 
truck owner should use for 100 
per cent normal service expect- 
ancy, and actual truck tire costs. 


Chilean Imports Up 

WASHINGTON.—tThe upswing in 
the Chilean automotive market, 
which got under way last year, is 
continuing in 1936, the Commerce 
Department is advised by its San- 
tiago office. Motor vehicle imports 
last year totaled 1,585 passenger 
cars and 3872 truck chassis, com- 
pared with 700 cars and 183 truck 
chassis in 1934. There was a steady 
replacement of old models by new 
but final registration for the year 
showed an increase. 


eh eee 
JS Sc SU Sal 


Make sure your customers get 


GLAM 


as replacements... and your 


local L-O-F dealer is the man 


to do the job promptly 


and efficiently. 


* When a car comes in to you for glass replacements, the responsi- 
bility for the job is yours even though the work may be done outside. 
That is why you should send it to a reliable L-O-F glass replacement 
dealer and make sure he uses the kind of glass that will give your 
customer a better value for his money, insure greater satisfaction with no 
“kick back” to you and be in keeping with the kind of quality service 
you render on other items of repair and replacement. 

Safety PLATE Glass is the answer... installed by your local L-O-F 
dealer. Make sure it is used and you have made sure of another satisfied 
customer. Libbey-Owens-Ford Glass Company, Toledo, Ohio. 


SAFETY 


GLASS 
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Auto and Rumor Plants at Capacity, Says Scribe 
Mountsier Finds Cars Real; 


Rumors are Fabrications 


° By BOB MOUNTSIER 


NEW YORK.—AIl the auto factories seem to be busy 
turning ’em out for New York, not to forget some for the 
rest of the country, while the rumor factories fill the air. 
That one about Gov. Hoffman having been offered the 
executive vice-presidency of the American Automobile 
Assn. seems to have been another strange Jersey idea. 
Gov. Hoffman, who put too many fingers into the Haupt- 
mann case and kept them there too long, isn’t the motor 


man he once was, 
nitely was not offered the big 3-A 
job. 

Anyway, our town has had as 
recent business visitors, Ford’s 
general sales manager, W. C. 
Cowling and Lincoln’s A. S. 
Hatch, at the Hotel Roosevelt; 
Chevrolet’s president, M. E. Coyle, 
at the Ambassador, Timken’s H. 
H. Timken jr., also at the Ambas- 
sador, and Automotive Daily 
News’ publisher, George Slocum, 
at the Waldorf-Astoria. 

We have also had an important 
Chevrolet zone meeting, one of 





and he defi-¢ 


47 held throughout the country 
in connection with General Mo- 
tors’ biggest division’s spring 
selling campaign, in which mer- 
chandising of used cars is being 
emphasized. Zone Manager P. R. 
Letts presided over this gathering 
of new and used car sales man- 
agers, and Regional Manager H. 
L. Horton headed the list of 
speakers, who included P. L. 
Schaeffer, assistant zone man- 
ager; W. J. Hanlon, zone business 
manager; T. M. Larkin, zone re- 


My 25 YEARS with 
W.C. DURANT 


By J. H. NEWMARK 


Bankrupt at 74! 


time. 
Creator of General Motors. 


ceeded a billion ‘dollars. 
America’s perpetual ‘bull’. 


Friend and critic of presidents. 
A man of gigantic achievements and gigantic mistakes— who 


Three times a multimillionaire — with 120 million at 60— 


Pioneer of the automotive industry, greatest business of our 


Father of automatic unit refrigeration. 

Developer of individual electric light and power plants. 
Super salesman, promoter of our greatest product market. 
Speculator supreme, whose market dealings in one year ex- 


reared cities from villages and an industrial empire from a 
state — who made and unmade men but never depended 


upon them. (Who and where are these men? 
The most romantic and dramatic industrialist an 


modern times. 


financier of 


The INSIDE STORY 


of a GREAT GENIUS 
by a REAL INSIDER 


BEGINS IN THE MAY 16th ISSUE OF 


For a quarter century the Authoritative Inter- 
preter of Current Economics for the Investor 


REGULARLY FEATURING 


@ Unusual Profit Opportunities 
@ Securities Review and Forecast 
@ World Economic News Digest 


@ Illuminating Financial Articles 
@ Analysis of Significant Stocks 
@ Investment Inquiry Department 


@ News and Comment — all markets 


ONLY 


BRINGS 


10 regular 25 cent issues of COMMERCE AND FINANCE including the 
AND ALSO 


The TRUTH about INFLATION 


Durant Series... 


50 cent 32 page booklet clearly, comprehensivel 


and authoritatively 


analysing current inflationary forces and their trends with conclusions of 


vital significance. 


CoMmMMERCE and FINANCE 
95 BROAD STREET ¢ NEW YORK 


I accept your offer in the Automotive Daily News and enclose $2. 


NAME. 


ADDRES Sincere: 


| General Sales Manager Holler. 
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|} machines 
| brake 





| to 
| to take the tests on the opening | 


| pert; 


| Clintock, 
| Bureau of Traffic 
Deputy Police Commissioner Har- | 





ys 


A MILLION DOLLAR SHIPMENT of tools and initial stampings 


to Russia for the production of a 


plant in Moscow has been announced by the Edward G. Budd Mfg. 
The body was designed by Budd in collaboration with Russian 
The car will have a 142-inch wheelbase. 
the bodies assembled from the Budd stampings. 


Co. 
engineers. 


tail selling manager; R. J. Sei- 
bert, zone truck manager, and E. 
L. Harrig, zone service and mech- 
anical manager. 

During this month and June} 
“fine used car values” are being 
brought to public attention 
through the medium of used car 
advertising by the Chevrolet | 


Motor Co. and of classified adver- | 


Chevrolet dealers. 
for such ad- 


tisements by 
Present plans call 
vertising in 6,900 newspapers 
throughout the country. During 
the course of the meeting Letts 
and his staff made known details 
of the “400” contest, in which the 
awards for salesmen and sales 
managers range from Chevrolet 
Master sedans to tickets for the 
Louis-Schmeling fight. A special 
prize for dealers is being given by 





Start Reaction Experiments 


This week the Museum of 
Science and Industry in the RCA 
building, Rockefeller Center, 
launched on its public way a| 
series of scientific experiments 
designed to measure the varied | 
reactions of automobile drivers | 
under conditions simulating those | 
of actual driving. 

Arranged by the Bureau of | 
Street Traffic Research of Har-| 
University, a number of 
test eyesight, hearing, | 
reaction, resistance’ to 
glare, skill in steering and ability | 
estimate speed. Among those | 


day were Ab Jenkins, speed ex- 
Alfred Reeves, vice-presi- 
dent of the Automobile Manufac- | 
turers Assn.; Lee J. Eastman, 
vice-president of the Packard | 
Motor Car Co.; Dr. Miller Mc- 
director of Harvard's | 
Research, and 


old Fowler, who pays particular | 
attention to the city’s traffic. 

In the steering test, which in- 
volves keeping “the car” on a 
screen between two parallel lines, | 


i : : | 
representing the sides of a road,’ 


CHEVROLET’S 20-TON economy run unit will return to Detroit May 12. 


| expect to examine 


| ing 


seven-passenger sedan in the Zis 


Above is one of 


Ab Jenkins drove said imaginary 
auto off said imaginary road 
when photographers disconcerted 
him by taking his picture. Col. 
Fowler evidently didn’t do so well 
in the tests, for he declined to 
make public his score card, say- 
ing, “I must have a Monday 
morning eye.” 

Reeves and McClintock Try 

Al Reeves and Dr. McClintock 
rated as average drivers’ by 
slamming on the brakes in five- 
eighths of a second when the pic- 
ture of a boy falling off a bicycle 
loomed up. It took Ab Jenkins 
and Lee Eastman three-fourths 
of a second to do the same thing. 
Anyway, Eastman is having all 
the drivers of the Packard Motor 
Car Co. of New York take the 
series of tests. 

Those in charge of the exhibit 
25,000 motor- 
ists within the two months dur- 
which it will continue in 
Rockefeller Center. Co-operating 
in this presentation, which aims 
at better driving and fewer ac- 
cidents, are the Aetna Casualty | 
and Surety Co. and the Greater 
New York Safety Council. 


The “advance man” for those 
British motorists scheduled to 
see a bit of America this summer | 

and get $15 for every bad day 
of weather, thanks to some sort 
of fine weather insurance—ar- 
rived Wednesday to cover the! 
route over which he expects to 
conduct four parties. He is Gra- 
ham Lyon, member of the special 
American rally committee of the 
Junior Car Club and president | 
of Autocheques, Ltd. 

The first group will number 85 








| people, and they will bring with | 


them 35 “sports and pleasure 
cars, among them Rolls-Royces, 
Bentleys, Humbers, Wolsleys and | 
Talbots. Most of these cars will 
be large ones with custom-built | 
bodies. Some of them are making | 
the transatlantic trip through fac- | 
tory subsidies, one the last word | 
in Rolls-Royce Phantoms. This | 


CHEVROLET 


FOUR 


~! ‘ @® 
om 
i 


reception in the Wardell ballroom attended by dealers and salesmen. 
Cummings, famous race driver, and was sanctioned by the contest committee of the AAA. Results of 
the 2,600-mile haul and the economy showing will be made known at the reception. H. E. Slater, an 
official of the Thornton Tandem Co., is in charge of the run. 


| $85,504.13 


“rally” will include no small 


| English cars such as the Morris 


and Austin, but in it will be sev- 
eral Ford V-8s, assembled in 
England. 

To Be Guests of Ford 

Standing on a deck of the Ber- 
engaria coming up New York 
harbor, Lyon told me that the 
1,500-mile itinerary as planned 
gives these British motorists 12 
days in the States and Canada, 
with three nights in New York, 
two in Washington and two in 
Detroit, where they will be the 
guests of Henry Ford. From De- 
troit the motor cavalcade will 
cross into Canada and proceed 
via Niagara Falls, Toronto and 
Ottawa to Montreal, where they 
will embark on the Duchess of 
Richmond for their return home. 
The first group will arrive in 
New York on the Queen Mary on 
July 27. 

“One thing making this trip 
over here attractive to the British 
motorists who are coming,” said 
Lyon, “is the price of petrol. Or 
should I say gas? Anyhow, we 
pay one shilling six pence for a 
gallon of petrol, while you pay ten 
pence or less for your gasoline. 

“But the real attraction of the 
trip is not the price of petrol nor 
the Queen Mary; it is the triple 
attraction of seeing your country, 
driving one’s own British car 
here and then bringing that car 
back to England with its special 
Junior Car Club American Rally 
badge and talking about it all.” 

London Press Comments 

Here are some of the comments 
by the British press about this 
rally: 

Daily Express: “The newest 
idea of British motor sportsmen.” 

Illustrated Sporting and Dra- 


| matic News: “The boldest scheme 


of its sort.” 
Liverpool Daily Post: 
thing like a holiday.” 
Daily Herald: “A 
show.” 
Tatler: “A 
model idea.” 
Sketch: “A 
event.” 
Ta; 
motorists who 
trip look upon 
pioneers.” 


“Some- 
traveling 
supercharged 1936 

pioneer motoring 


said Lyon, “the English 
are making this 
themselves as 


Revenue Gains 
CHARLESTON, W. Va.— Auto- 
mobile sales in West Virginia showed 
a substantial gain in April as com- 


| pared with the previous month, ac- 


cording to the state revenue depart- 
ment. The privilege tax paid to the 
state on the purchases amounted to 
when the books were 
closed Apr. 30, or an increase of 
$32,150.96 over receipts for March. 

Officials of the state road de- 
partment said the April collections 
(the privilege tax is 2 per cent) in- 
dicate automobile purchases in the 
amount of approximately $4,275,206, 
as compared with approximately $2,- 
667,650 for the previous month. 


oe 
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There will be a welcome 
The run was made by “Wild Bill” 
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Injury to Finance Firms Seen in N.Y. Legislation 


> 


Fear Similar Measures 
May Come in Other States 


ALBANY, N. Y.— Representa- 
tives of automobile finance com- 
panies who came to Albany last 
week and interviewed legislative 
leaders in relation to the Burchill 
bill and other measures affecting 
their interests are said to have 
met with a cool reception. 

While the Burchill bill, which 
requires the regulation of all 
motor vehicle finance companies 
in exactly the same way as li- 
censed lenders of small loans, but 
limits the rate of interest the 
companies may charge to 6 per 
cent per year on the average 
amount of money actually loaned, 
has not as yet been reported by 
the rules committee of the as- 
sembly, there is other legislation 
pending, it is said, that will se- 
riously injure the motor vehicle 
finance companies if passed. 

Particular reference is made to 
the McCall-Stephens bill. This 
measure, which is on third read- 
ing calendar of both houses, per- 
mits state banks and trust com- 
panies to establish personal loan 
departments and to loan up to 
$2,000 in the larger cities down 
to $1,000 in the smaller cities at 
a rate of interest not exceeding 
12 per cent per year on monthly 
balances. This legislation is said 
to have been sponsored by the 
Sage Foundation, and there is a 
difference of opinion among 
bankers as to the advisability of 
passing it. 

However, if it does pass, it is 
expected to affect the businesses 
of the motor vehicle finance com- 
panies in the category which 


charge as high a rate of interest | 


as the lenders of small loans. 
Whether or not these bills pass 
a great deal of damage has been 





done by their introduction, it is 
said, as they are bound to be 
copied and introduced in a num- 
ber of state legislatures next year 
when the legislature of practi- 
cally every state will be in ses- 
sion. 


Gov. Lehman Ok’s 
Four Motor Bills 


ALBANY, N. Y.—Governor Leh- 
man has approved four measures 
that will affect the sale and oper- 
ation of motor vehicles in this 
state. The first, known as the 
Vincent bill, will permit trustees 
or boards of education to issue 
bonds for building school bus 
garages and purchasing one or 
more buses. No bonds are to be 
issued to run more than five years 
from date of purchase. 

Lehman also put his O. K. on 
the Ostertag bill, which gives the 
right of way to vehicles equipped 
with a gong or siren whistle op- 
erated by a chief or assistant 
chief of a fire department. He 
likewise approved the Rapp bill, 
which will authorize the commis- 
sioner of motor vehicles to relieve 
any person from furnishing proo 
of financial responsibility if three 
years have elapsed since suspen- 
sion of license to satisfy judg- 
ment. 

The fourth measure to gain the 
governor’s signature will author- 
ize the state tax commission to 
furnish any municipality with in- 
formation contained in franchise 
tax reports for use in any cer- 
tiorari or condemnation proceed- 
ings. 


Seattle Smiles Grow Broader 


As Dealers Watch Sales Gain 


By D. M. TREPP 


SEATTLE.—Final sales figures 
for last month and the record of 
the opening days of May indicate 
that new car business is steadily 
hitting along at the pace that has 
been noted since the first early 
introductions of the new models. 
Folks are buying right along. 
They like the new cars—and the 
prices. Some of them like the 
terms—often more favorable to 
the buyer than the seller. The 
used car market is getting into 
its stride, too, and a couple of 
peak months are anticipated. 

Final April figures show Ford 
finishing at the top of the ladder, 
with 371 sales; Chevrolet is a 
good second with 348. Plymouth 
was a few lengths behind with 
233, but well ahead of the fourth 
place Oldsmobile and its 110 sales. 
Other totals of the leaders: Dodge 
78, Terraplane 72, Pontiac 64, 
Studebaker 63, Buick 55 and 
Chrysler 28. Grand total, new 
car sales in April, in this county, 
1,582, a sizeable amount. 

Ford Led Truck Field 

In trucks Ford also led the 
field with 72, with Chevrolet the 
runner-up at 45. Dodge 27, In- 
ternational 14 and GMC lI, ac- 
count for the other major figures 
for April in Seattle area. 

The first of the month saw two 
important occupancies of new 
dealership homes, with flowers 
and congratulatory messages. 
Transport Corp., also known as 
Motor Transport Corp., has Au- 
gust Johnson at its head. 

With Lamping Motors, Nash- 
LaFayette distributors, the out- 
look is bright, according to Archie 
D. Taylor, sales manager. “Our 
record shows that many are go- 
ing ‘cruising gear’,” he said. “We 
look for business to be good this 
month, in June and most of July. 
Our used car stocks are in fine 
shape—only 32 used cars on hand 





at this time, and only a few slow- 
movers in the lot. The used car 
market will be brisk in Seattle 
until July 4—and then it tapers 
off.” 

This firm has just 
improvements, getting 
Seattle’s new periodic 
law, which becomes _ operative 
July 1. The equipment includes 
motor analyzer, wheel alignment 
and brake adjustment. 


April 50% Above March 

Mills Motors, Inc., De _ Soto- 
Plymouth distributors, which 
opened for business almost a year 
ago, just closed April new car 
business that was 50 per cent 
above March; the same ratio ap- 
plies to used car sales, for, as 
Reed C. Mills, president, says, 
“our used cars are absorbed as 
fast as they come in.” This means 
a 30-day turnover, a good mark 
to shoot at for any dealer in any 
man’s town. “We are enjoying 
unusually good new car business 
and the outlook continues bright 
for the coming few months,” he 
said. “Our used car turnover is 
due to selection on trade-ins. We 
are careful to take in trade only 
cars that there is a public de- 
mand for. A peculiar situation is 
that cars under $200 are not 
wanted; the public is buying year 
and two-year old models, at $500 
to $600 and up.” 

Trailer Coaches, Inc., has been 
formed with W. H. Beers as pres- 
ident and manager, to distribute 
Covered Wagon trailers in Wash- 
ington, British Columbia and por- 
tions of Idaho and Montana. 

“We are happy to state that 
during the short time we have 
been open we have retailed 24 
trailers,” said Beers. “Future 
sales are largely a matter of pro- 
duction. Later on we hope to 
place dealerships in the key 
centers.” 


made shop 
ready for 
inspection 





Chrysler Moves Airtemp 


To New Plant in Dayton 

DETROIT.—Chrysler Corp. has 
announced that beginning early 
in June its air conditioning sub- 
sidiary, Airtemp, Inc., will begin 
manufacturing in its own plant 
in Dayton, O. . 

Increased demand for air con- 
ditioning equipment has necessi- 
tated larger quarters where Air- 
temp will be enabled to house all 
its operations, including engineer- 
ing, production and sales. Here- 
tofore the corporation’s air con- 
ditioning activities have been 
carried on at one of the Dodge 
group of plants at Detroit. 

B. T. Moyer, president of Air- 
temp, in his announcement of the 
corporation’s plan stated: 


“Work is now in progress on 


rebuilding and reconditioning the 


corporation’s plant at Dayton 
formerly used as a motor parts 
unit. This building is readily 
adaptable to Airtemp_ require- 
ments. At this plant we shall 
have the complete tools and 
equipment for a modern self- 
contained operation. 


Law Provides Check 
On Stolen Car Disposal 


GREEN BAY, Wis.— An ordi- 
nance passed by the common 
council here regulating junk 
dealers and dealers in junk motor 
vehicles provides that such 
dealers keep a daily record cover- 
ing transactions which shall in- 
clude, in the case of motor ve- 
hicles or parts thereof, a personal 
description of the person from 
whom purchased and a complete 
description of the purchase. 
Under the ordinance dealers are 
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also prohibited from wrecking or 
destroying the identity of second- 
hand cars until five days after the 
purchase and also from removing 
or defacing identification marks 
of manufacturer’s serial number 
from the cars or accessories. 
Dealers must have a license to 
remain in business, the annual fee 
being $15. 


Asher Maurer 


NEWARK, N. J. (UTPS). — 
Asher Maurer, pioneer manufacturer 
of automobile lamps, died Apr. 30 at 
his home here of a heart attack. 
Mr. Maurer, a native of Roumania, 
founded the New Jersey Lamp 
Works in 1903 and remained at the 
head of the company until his 
death. He developed many improve- 
ments in non-glaring headlights and 
received a patent for a fog-pene- 
trating device. 


9” SALES)“ INCREASED 


TREMENDOUSLY 4: 


READ ABOUT THIS GARAGEMANS 


GREAT SUCCESS 
with the 


of the 


CHEVROLET 


The Nanninga and Osterberg Garage at Sioux 
City, Iowa, is one of the thousands of inde- 


pendent garages that have installed the big, 

Chevrolet 
They have adopted the 
Chevrolet plan complete, and they are cashing 


display-type, genuine 
shown at the right. 


Read what Mr. 


in on the results. 


to say about the success they have had with this 


plan. 


“Prior to our obtaining this parts bin, we 
were accustomed to purchasing Chevrolet 
parts from several different sources. 


discounts were varied and in 


Bee 


* 
ad 


parts bin 


Nanninga has 


Be 
SOs 


? 
+. 


Our 


some cases 


totaled less than could have been obtained 


from the purchase of genuine 


We 


parts. 


had no satisfactory method of displaying 
our fast-moving items, and were not able to 
retail any parts or accessories that were not 


really necessary to complete 


jobs in our shop. The purchase 


the repair 
and promi- 


nent display of our Chevrolet parts bin 
have changed this picture materially. 


“We find that, in addition to having our 
parts conveniently stocked and neatly dis- 


played, our total sales 


have 


increased 


tremendously, and that our net discounts 
have totaled more than would have been 
possible if we had continued to use non- 


°° 


genuine parts. 


INDEPENDENT GARAGEMEN! 


You can duplicate this great success. For an 
amazingly low price you can get this BIG 


DISPLAY-TYPE PARTS BIN 


450 FAST MOVING 


GENUINE CHEVROLET PARTS 


Nanninga and Osterberg 


Garage, Sioux City, Iowa 


John Nanninga 


»* 
* 


The large, display-type 
parts bin and the genuine 


stocked with 


GM packaged parts for 
Chevrolet, illustrated here, 
are only a part of this great 
business-developing and 
money-making plan. 


Get 


the complete details that 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


| a Complete Details 


LiL 
CU 


WU 


TODAY 


will convince you that this 

is a real opportunity to in- 

crease your service volume and profits. 
the coupon below! 


CHEVROLET MOTOR COMPANY 


Parts Merchandising Dept. K-5 
General Motors Building, Detroit, Michigan 
Gentlemen: 
Please supply me at once, without obliga- 
tion, the complete details of the new Genuine 
Chevrolet Parts Plan for Independent Garages. 


Name 


- 


Street Address 


City 


State__ 
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Ford Joins Oth 


AUTOMOTIVE DAILY NEWS, SATURDAY, MAY 9, 1936 


er Makers 


First Time in History 


WASHINGTON.—The automo- | 
bile industry has asked the United 
States Supreme Court to set aside 
a recent decision of the Third 
Circuit Court of Appeals which 
held that from the time an in- 
ventor writes to a manufacturer 
regarding an invention, a confi- 
dential relationship is created 
and the inventor’s rights to fu- 
ture development is definitely 
established. 

Case is Unique 

For the first time in the history 
of the industry the Ford Motor 
Co. joined with the General 
Motors Corp., the Chrysler Corp. 
and the Packard Motor Car Co. 
in litigation. The case in itself is 
almost unique, as the four firms 
went before the court in the ca- 
pacity of friend of the court. 

The case centers around an al- 
leged violation of contract be- 
tween the C. M. Kemp Mfg. Co., | 
of Baltimore, and William F. | 
Hoeltke, of Rochester, N. Y., an | 
inventor of a fire-check for gaso- 





court held 
with the Kemp Co., while the 
Court of Appeals sustained 
Hoeltke’s allegations of fraud. 

Royal T. McKenna and Thomas 
Francis Howe argued before the 
Supreme Court that the decision 
established rules of law “which 
will, unless modified, revolutionize 
relations between manufacturers 
and inventors, to the detriment 
and vexation of both.” McKenna 
explained that the decision in- 
volves all manufacturers, but that 
only the automobile industry had 
determined at this time to seek to 
intervene. 

Onus on Makers 

The Court of Appeals theory 
that once an inventor writes to a 
manufacturer a confidential re- 
lationship is established, means 
that the manufacturer from that 
time on is bound to disclose to 
the inventor any development 
work along similar lines. Failure 
to do so leaves the manufacturer 
under “heavy burden” to prove 


line lines. The trial 


IF USED CARS 


STICK TO YOUR FINGERS... 


THE 
SOLVENT 
THAT 


GETS ’EM OFF YOUR HANDS 
IS NEW GOODYEAR TIRES 


**Hot 
years 
good 
flash 


when 


diggidity! New Good- 
all around!’’ That’s the 
word a buyer’s eyes 
upstairs to his mind 
attention glues on those 


plump new tires wearing the 
Goodyear name and house- 
flag. And it’s a quick sale— 
another car moved! — at a 
profit, too, over the price to 
you of the tires. Try this 


presc 
busin 


See 
He ha 


ription—it sure does the 
ess! 


Goodyear Man— 


s a Goodyear for every type 


of used car in your stock—no 
matter what its price classification. 


mu mle ane! 


err 


LITTLE ITEMS THAT HELP BIG IN MOVING USED CARS 


Body Polish 
Radiator Hose 
Fan Belts 


Top Dressing 
Floor Mats 
Step Tread 


Spark Plugs 


Touch-up Enamel 


Seo PECL AR PIII, ORIOL NARI RA OREN ON INE BANE, 


BLIND PEDESTRIANS will not need a traffic light for protection 


when the “White Cane Law” first adopted in Detroit gains momentum | 


in other sections of the country. Lieut. J. Wesley Brown, Detroit 
police department, got out of the Plymouth Safety car in order to 
impress the White Cane’s significance on approaching motorists. 
When you see a White Cane, come to a full stop. 


innocence of fraudulently ap- 
propriating his invention. 

The argument listed the four 
corporations as having done an 
aggregate business of $4,191,000,- 
000 in 1935, which represented 92 
per cent of all automobile manu- 
facturing during that year. They 
employed 316,000 persons in pro- 
duction. One of the corporations 
examined and disposed of 7,848 
inventions during last year. If, as 
the Court of Appeals held, “a 
confidential relationship” is estab- 
lished when an inventor writes a 
letter disclosing his invention, 
then manufacturers would be- 
come fearful of replying to such 
communications, it is argued. 


Recalls Selden Case 


The case is not dissimilar to the 
famous “Selden Patents” case, 
won by Henry Ford in 1911. At 
that time patents on automobiles 
were closely held. Ford fought 
the controlling company and won 
in the Supreme Court. From that 
time on the industry made rapid 
progress. 


Steel Institute 
Meets May 28 


NEW YORK.—The program of 
the 45th general meeting of the 
American Iron and Steel Institute 
to be held May 28 at the Waldorf- 
Astoria Hotel includes addresses 
by several of the leading execu- 
tives of the steel industry, a ses- 
sion devoted to the presentation 
of technical papers, and a ban- 
quet in the evening. 

E. G. Grace, president of Beth- 
lehem Steel Corp., will address 
the morning session in his ca- 
pacity as president of the Insti- 
tute. 

W. A. Irvin, president of United 
States Steel Corp. and vice-presi- 
dent of the Institute, is scheduled 
to address the meeting on “Com- 
petition from Imports of Foreign 
Steel Products.” 

T. M. Girdler, chairman of Re- 
public Steel Corp. and vice-presi- 
dent of the Institute, will discuss 
“Problems Confronting the In- 
dustry.” 

E. T. Weir, chairman of Na- 
tional Steel Corp. will deliver an 
address entitled “A Sound Com- 
mercial Policy for Steel Makers.” 

Charles R. Hook, president of 
the American Rolling Mill Co., 
will discuss “Labor Relations in 
the Steel Industry.” 

A report on Institute activities 
will be presented by W. S. Tower, 
executive secretary. 


Collections Up 


NASHVILLE, Tenn. — Commis- 
sioner Dancey Fort, of the depart- 
ment of finance and taxation, re- 
ports that registration fees for au- 
tomobiles showed collections of $1,- 
809,505 for April this year, as com- 
pared with $713,015 for April, 1935. 
Gasoline tax collections for April 
totaled $1,365,705, compared with 
$1,102,773 for April, 1935. Collec- 
tions for the 10 months of the fiscal 
year totaled $12,931,917, compared 
with $11,872,944 for the correspond- 
ing period of the previous fiscal 
year. 


Buffalo Group 
Elects Officers 


BUFFALO.—The annual meet- 


ing and banquet of the Buffalo| 


Automotive Trade Assn. was held 
at the Hotel Statler here May 4. 

At the business meeting which 
preceded the dinner, election of 
three new directors was held, and 
the following directors were re- 


elected to serve for a period of | 


Mason B. Hatch 
J. L. Justice 


two years: 
(Nash-LaFayette), 
(Chrysler-Plymouth), 
A. Young was newly elected to 
the board. Young represents the 


membership held by Louis Engel | 
jr., and is also president of the} 


Buffalo Sales Managers Assn. 

Those directors whose terms 
hold over until 1937 are: P. J. 
Hunt (Chevrolet), Frank J. Klep- 
fer, (Buick - Cadillac - La Salle) 
George C. Ostendorf (Reo-Pack- 
ard), and Wm. L. Yule (Ford). 

Following the election of direc- 
tors, the board elected its officers 
for the ensuing year as follows: 
Mason B. Hatch 
president; Wm. L. Yule, 
president; P. J. Hunt, secretary; 
George C. Ostendorf, treasurer, 
re-elected. 


New AAA Chief 

CHICAGO.—Automobile racing 
the Chicago area during 1936 
be supervised by Fred W. Willis, 
head of the membership depart- 
ment of the Chicago Motor Club, 
according to an announcement from 
the contest board of the American 
Automobile Assn., national govern 
ing body of the sport. Announce- 
ment of Willis’ selection was made 
from national headquarters of the 
AAA in Washington, D. C. 


in 
will 


and Ralph} 


(re-elected) | 
vice- | 


Industry Unites in Fight on Patent Decision 


o— 


‘Ford of Canada 


Head Approves 
Gov’t’s Budget 


TORONTO (UTPS).—After a 
preliminary survey of the Canad- 
ian government’s 1936 budget, in 
its application to the automotive 
industry, Wallace R. Campbell, 
president of Ford Motor Co. of 
Canada, Ltd., said he was pleased 
| with its general effect. He made 
this statement pending receipt of 
| the full text and interpreting 
| regulations. 

The head of the Canadian Ford 
company thought that the long- 
term effect would be to increase 
the volume of manufacturing in 
Canada by requiring, after a two- 
year period, 65 per cent empire 
|; content in motor vehicles sold in 
Canada in order to gain the full 
benefits of the reduced duties and 
taxes applying on the cost of 
production. Under the tariffs 
now superseded, only a 50 per 
cent Canadian content was re- 
quired. 

“We are gratified that the gov- 
ernment apparently recognizes 
the importance of the industry 
(automotive) in the Canadian 
economy and that provision has 
been made whereby its value will 
be increased during the next two 
years,” he declared. 

Campbell said that not the least 
important improvement effected 
|is that some of the changes tend 
definitely toward simplification of 
what has been for years “the 
|notoriously complex” taxing 
structure applying to the motor 
car industry. 


MaeMillan on Board 
| Of Dayton Rubber Co. 
| DAYTON, O.—Continuing as ac- 
| tive chief executive, John A. Mac- 
Millan has been elected chairman 
of the board of directors of the 
Dayton Rubber Mfg. Co. 

A. L. Freedlander, who has 
served for the past 16 years as 
vice-president of the company and 
| head of the research and produc- 
tion department, was elected 
president, and as such will head 
all operating departments of the 
including distribution. 
re-elected to various 
posts were: C. E. Hooven, vice- 
president; K. H. Glanton, vice- 
president; E. A. Baker, treasurer; 
H. T. Burchard and H. K. Dexter, 
assistant treasurers; E. F. Rigg, 
assistant secretary, and P. J. 
Mayle, comptroller. 
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Speed Demons Line Up 
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Petillo, Winner Last Year, 
To Drive 4-Cylinder Job 


Automotive Daily 
News herewith announces the 50 
entries for the 500-mile Interna- 
tional Sweepstakes to be run on 
the revamped Indianapolis Speed- 
way three weeks from today 
May 30. Although rules for the} 
race permit superchargers this 
year, only one car, a _ Bugatti 
eight, is announced so far as 
supercharged. Seven have front 
wheel drive, only one four wheel 
drive. 

Of the cars entered 28 are 
fours, 13 are eights, one is a 16 
and eight have not yet 
scribed in detail. Kelly 


DETROIT. 


Petillo 


last year’s winner and champion, | 


is driving a four-cylinder job en- 
tered in his own name. 

Bill Cummings, the 1935 win- 
ner and national champ, is again 


driving a four, one of four cars| 
by Chi- | 


nominated for the race 
cago’s Mike Boyle, of Boyle 
Motor Products. Mauri Rose will 
again try to put the Four Wheel 
Drive’s F.W.D. Special into first 


place. Harry Hartz’s front drive | 
eight will be piloted by Ted Horn, | 


from Los Angeles. 


Among the well known drivers | 


from the east, middle west and 
Pacific Coast, who will again pur- 
sue the great American motor 
racing prize around the bricks of 
two and a half mile speedway are 


Deacon Litz, Tony Gulotta, Babe | 
Stapp, Billy Winn, Chet Gardner, 


1936 ENTRY LIST—IND 


DRIVER HOME 
Deacon Litz 
Anthony Gulotta Kan City, Me r 
Babe Stapp I An ‘ Cal Pir 


Billy Winn Det t, Micl Harry 


Mauri Rose Clintonville, W 
Frank Brisk« 


FLW 

Milwaukee, W I 

Chet Gardner Long Beach, Ca Uni 

Shorty Cantlon Detroit, Mich 

Ted Horn Los les, Cal 

Kelly Petillo Huntington Park, Ca 

Roy Painter Pittsburgh, Pa 

George Connor San Bernardino, Cal 

Ilenry Banks Royal Oak, Mich 

Lou Moore Ar ‘ 

Unnamed 

lau Meyer 

Russ 

Joe Thorne 

Ralph Hepburt 

Emil Andres 

Overton Snell 

Wilbur Shaw 

Unnamed 

Bill Cumming 

Al Miller 

Chet Miller 

Unnamed 

Rex Mays 

Unnamed 

Jimmy Snyder 

Cliff Bergere 

Herb Ardinger 

Unnamed 

Lucky Teter 

Unnamed 

Billy DeVore 

Hal Cole 

Unnamed 

Floyd Robert 

Phil ‘Red’ Shafer J 

George Barringer i 

‘Doe’ MacKenzie Hdd 

Unnamed 

Harry MacQuinn 

Unnamed 

Unnamed Une 

“Doe” Willian ider Une 

Unnamed Unn 

Harry Hunt Due 

George Wingerte 
Number 


Snowberger 


Unn 
Mill 


Used Car Report Co. 
Issues New Booklet 
CHICAGO.—The National Used 
Car Market Report, Inc., publish- 
ers of the Blue Book and Red 
Book, has just issued a new book- 
let for subscribers under the title 
of “How to Handle the Used Car 
Trade-In Allowance.” 

According to its foreword, the 
volume is intended alike for “the 
man who is new in the business 
and those who need their mem- 
ories refreshed in the essentials 
of getting cars in trade at the 
right allowances.” 

In the booklet are discussed in 
detail what are referred to as the 
right and the wrong methods of 
handling the used car trade-in 
phase of operations. This is done 
by contrasting two types of sales- 
men, the one who lets the 


been de- | 


CAR 
Dub Pa nnat 


rung Spl. (4) 


lgin 


turd Piston Ring Spl. (4) Joe 


Unnar 
Samr 


Unname 


G.W. Spl. (8) George 


cus- | 


Shorty Cantlon, Lou Moore, Lou 
Meyer, Russ Snowberger, Ralph 
Hepburn, Rex Mays, Cliff Bergere, 
2ed Shafer, Doc MacKenzie and 
the Millers, Al and Chet. 


Chrysler Dealers 
In N. Y. Driveaway 


DETROIT.—One of the largest 
driveaways of the season will take 
place on Wednesday, May 13, when 
Chrysler dealers from the Chrys- 
ler-New York Co.’s territory will 
| start east with 152 Chrysler and 
| Plymouth cars. At the same time, 
the Fort Dodge, Ia., territory deal- 
ers will drive away 26 cars. 

The New York delegation will 
arrive in Detroit on a_ special 
|train Tuesday morning. They 

will spend Tuesday inspecting the 

| Plymouth plant, the Chrysler en- 
| gineering building, and _ other 
Chrysler departments in Highland 
| Park. In the evening they will be 
entertained at a banquet at the 
Detroit-Leland Hotel, with exec- 
utives of the Chrysler sales di- 
vision of the Chrysler Corp. in at- 
tendance. 


On Wednesday the visitors will 


IANAPOLIS SPEEDWAY 
ENTRANT 


A. B. Litz 
Gil Pirrung 
Gil Pirrung 
James M. Winn 
ecial (4) Four Wheel Drive Auto Co 
ton Spl Elgin Piston Pin Co. 
ed Chester L. Gardner 
ed (4 William S. White 
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st Dr Nowiak and Magnee 
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t Miller Spl. ( Louis Kimmel 
*iston Ring Spl. (4) Tou Moore 
ton Ring Spl. (4) Moore and Fengler 
special (4) Louis Meyer 
Joe Thorne 
Joe Thorne 
Ralph Hepburn 
Michel Debaets 
Overton TI. Snell 
W. Wilbur Shaw 
William Cantlon 
Boyle Motor Products 
Rovle Motor Products 
Royle Motor Products 
Royle Motor Products 
Paul Weirick 
Clarence W. Felker 
Murrell Belanger 
Seal Fast Corp 
owes Seal Fast Corp. 
J. Stewart Carew 
E. M. Teter 
Ivan Mikan 
L.. Stapp 
Charles Worley 
Overton A. Phillips 
Lencki 
rh ] Shafer 


Phil Shafer 


ed (4) 


ing Spl. (4) 
A. Miller Spl. (4) 


Dp. Ss 


1] Spl. (8) 


Bowes 


ed (8) 
imed (4) 
er-Hibbard Spl. (4) Ira Vail 
ed (8) l.. 1. Martz 
on Spl. (4) Alden Sampson IT 
d (4) Midwest Racing Team 
lamed Roscoe Dunning 
1amed (4 Race Car Corp, 

med (16) Race Car Corp 
enberg Spl. (8) Harry Hunt 
Wingerter 


Four-wheel drive x - Supercharged 


| the other who exhibits shrewdness 

by selling the new car so well 
that he makes its purchase the 
paramount consideration. 


14 States ‘Thumbs Down’ 


On those Thumbing Rides 


WASHINGTON .—Hitch - hikers 
have thumbed their way into 
legislative disfavor in almost one- 
third of the states, it was as- 
serted by the National Highway 
Users Conference this week in re- 
porting 14 states and the District 
of Columbia now have laws pro- 
hibiting roadside solicitation of 
rides in motor vehicles. Several 
states also have enacted laws 
limiting motorists’ liability for the 
| safety of those who become their 
“guests” through elevation of the 


| primary digit of the hand. Dur- 


ing the last year five states were 


tomer dominate the situation and | added to the list. 
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AC’s BEST SELLING efforts are represented by Richard E. 


Merrell, 


Chicago regional manager. 


He is receiving the bronze 


Victory plaque for 1935 which is awarded annually to the sales region 
attaining the highest percentage of its quota. Merrell’s region also 


captured the award in 1934. 


The presentation of the plaque was 


made by Wilson S. Isherwood (right), AC general sales manager. 


be taken through the Chrysler as- 
sembly and manufacturing and 
body plants on East Jefferson ave., 
where they will be guests of the 
company at luncheon. In the after- 
noon they will take delivery on 
their cars and start east. 

This big driveaway of New 
York region dealers is inspired by 
the fact that business in that sec- 
tion now is the best that Chrysler 
ever has enjoyed. 


* 





Minnesota Dealers Assn. 


Close Group Meetings 


MINNEAPOLIS.—A _ series of 
group meetings sponsored by the 
Minnesota Automobile Dealers 
Assn. has just been completed. 

Among the speakers were C. R. 
Dalrymple, zone representative of 
NADA; Park Stone, of the Min- 
nesota Motor Trades Insurance 
Agency; H. M. Whisman, gen- 
eral manager of the Minnesota 


| Waconia, 


ris, 
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Automobile Dealers Assn., and 
others. 

The state and national pro- 
grams were explained at these 
meetings which were held at St. 
Cloud, Brainerd, Bemidji, Hib- 
bing, Duluth, Winona, Rochester, 
Fairmount, Worthing- 
Marshall, Montevideo, Mor- 
Fergus Falls, Detroit Lakes 
and Thief River Falls. 


Launch $250,000 
UAWA Campaign 


Of Organization 


ton, 


SOUTH BEND. The conven- 
tion of the newly-formed United 
Automobile Workers of America, 
an American Federation of Labor 
union, last Saturday voted to 
launch aé_ $250,000 organization 
campaign in the industry, to 
work for a 30-hour week, higher 
wages, seniority rights and col- 
lective bargaining, and to oppose 
piece work and speed-up produc- 
tion. 


After a proposal by the Bendix 
local to endorse the candidacy of 
President Roosevelt was voted 
down, two to one, the convention 
reversed itself after Homer W. 
Martin, new international presi- 
dent, reminded delegates that Mr. 
Roosevelt was the choice of the 
committee on industrial organiza- 
tion headed by the United Mine 
Workers president, John L. Lewis, 
and that the Lewis committee had 
offered to aid the automobile 
union in organizing the industry. 


* 


EXCLUSIVE TERRITORY 


oa freedom from competition with other 


dealers handling the same line 


FROM 


by dealers than the 


tory” provision. 


SIDE the salability of the 
A products themselves there is prob- 
ably no single benefit of the Nash- 
LaFayette Franchise more appreciated 


ai © 
exclusive 


* 7 * * 


terri- 


If 


you 


are 


dealers handling the same line) and 
gives him a better chance to build 
repeat business through service-contacts 


with the owners in his community. 


interested in learning 


more about a franchise in which every 


This insures each dealer a territory 


large enough in size to provide ade- 
quate possibilities for volume and a 
It also enables him to 


living profit. 


concentrate on selling his line of cars 


against other cars (not against other 


step 


wire the 


(like this one) 


is developed to 


encourage the dealer to regard his con- 
nection as a permanent one, write or 
Nash 


Kenosha, Wisconsin. 


Motors Company, 


THE NASH-LaFAYETTE 


MV 


FRANCHISE 
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Oldsmobile Has Comprehensive Service Program 


Dealers Urged to Adopt 
Every Money Making Feature 


(¢ ‘ontinued from Page 5) 


overs from livery stables.” Only 
lately has any concentrated at- 
tempt been made to hide the ugly 
beams and roof supports. Awn- 
ings, at least, break up _ the 
monotony of beams and girders 
and add a decorative effect. They 
tend to give the service depart- 
ment somewhat the atmosphere 
of a store, which it should have, 
as it is the sales room to which 
all car owners must come for 
their after market purchases. 


Without the aid of a _ well- 
planned service sales campaign 
and proper facilities with which 
to do the work, the job of a serv- 
ice manager is tough. He gets 
the grief—he must do the smiling, 
regardless of what the customer 
says. Yet his job can be made 
one of the most important in the 
modern automobile retailing pic- 
ture as his department, under the 
proper conditions, and with the 
proper promotion, can be made 
to carry practically all, if not all, 
the fixed expense burden of the 
business. 

The Oldsmobile service promo- 
tion program is designed to cor- 
rect the laxity of the dealer to- 
ward capturing his percentage of 
the after-market business, it has 
proved itself in hundreds of 
cases as a builder of greater 
dealer profits and one of the 
most direct avenues to obtaining 
greatly increased customer con- 
tact and customer good will, 
which is reflected in car sales. 

The 18 steps of major impor- 
tance in the Oldsmobile service 
promotion program are: 1—Shop 
cleaned thoroughly—floor painted 
with white guide lines. 2—Proper 
service signs, service entrance, 
entrance arrow, road signs, de- 
partment signs and merchandis- 
ing placards. 3— Departmental- 


ized service. 4—Full equipment 
of tools for service potential. 
5—Hydraulic hoists in lubrication 
department—(selling on the lift 
has proven superior). 6—Indi- 
vidual work benches and tool 
cabinets. 7—Standard Oldsmobile 
uniforms. 8—Complete owner list. 
9—Owner follow-up system. 10— 
Oldsmobile News (mailed monthly 
to all owners of cars four years 
and less). 11—Oldsmobile dealer 
lubrication plan. 12—Competent 
service manager. 13—Service de- 
partment performance chart. 14— 
O. K. tag inspection system. 15— 
Oldsmobile service standards club 
award. 16—Balanced parts stock 
plan. 17—Service potential sur- 
vey. 18—Service department 
space requirements. 

The Oldsmobile zone service 
managers and travelers work 
with the dealer to make this 
complete plan effective in their 
territories. One zone already has 
passed the half-way mark with 
over 50 per cent of all dealers in 
the zone now working on the 
plan completely with another 
large percentage working impor- 
tant parts. 


85 Men in Field 


To operate this plan and give 
service aid to the dealer body, 
Olds travels a large group of field 
service men. Over them are two 
assistants to Dobbs, one in charge 
of the east andthe otherin charge 
of the west, while at the home of- 
fice are also eight technical spec- 
ialists who spend all of their time 
in training the field service men 
and keeping them up to the min- 
ute on every advancement and 
improvement made in_ service 
methods. All field men carry a 
kit which contains all instruc- 
tional books, work sheets and data 
and also have highly specialized 
tools for making intricate repairs 


BUMPING and finishing of fenders and bodies is profitable for 
dealers who equip themselves to take care of this work. An efficient 


bumper and painter is essential. 
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ACTUAL LAYOUT furnished by the Olds factory for modernizing 


the interior of a dealer’s place of 
demands. 


cars that 
in the 


and adjustments on 
might not be available 
smaller dealer shops. 
The principal market which the 
plan is organized to capture and 
for which the mechanics training 
course was organized to provide 
competent and efficient mechan- 
ics to take care of is the great 
army of Oldsmobiles one ) to three 


Nearly 1,500, 000 
Ford Licensed 
In United States 


DETROIT.- wil total of 1,424,760 
Ford truck and commercial car 
units were licensed for operation 
in the United States as of Jan. 
1, 1936, a report from the Ford 
Motor Co. discloses. 


The total of all trucks and com- 
mercial cars licensed to operate 
at the outset of the year was 
3,535,661, a gain of 7.9 per cent 
over 1934. 

Nearly 1,000,000 of the Ford 
truck and commercial car units 
in operation were V-8 and other 
models manufactured since 1928, 
the report disclosed. A total of 
468,156 units, however, were of 
the Model T and TT type. 


North Carolina Reports 


April Registrations Up 


RALEIGH, N. C.—The state mo- 
tor vehicle license bureau reports 
that 4,931 new passenger cars and 
1,439 new trucks were registered 
during April, as compared with 
3,426 cars and 1,120 trucks in 
March. Sales for April, 1935, 
however, were 6,394 new cars and 
1,591 new trucks. Officials of the 
bureau stated that during the 
four-month period ending Apr. 
30, 13,509 new cars and 4,475 new 
trucks has been registered, com- 
pared with 11,542 cars and 4,710 
trucks during the corresponding 
period last year. 





business to meet modern service 


and four years old, in the hands 
of owners from coast to coast. 
The profitable cars to service 
from the dealers viewpoint are 
the cars three years old and 
younger. In the fourth year and 
older, owners have lost the pride 
of ownership which prompts them 
to keep their cars properly serv- 
iced and begin to shop for the 
cheapest repair that will keep 
the car on the road. 


| six 


| ing, 
| placement were 
| and the volume items of service. 





be conducted 
in tune with 
owner and 


profitable must 
along modern lines, 
the desire of the car 


| to meet the requirements of the 
| modern car. 


Ten years ago the 
average service order consisted of 
items, today the average is 
Ten years ago valve grind- 
piston and piston ring re- 
the profit items 


two. 


Today, lubrication and bumping 
and finishing are the profit and 
volume items with motor tune-up 
and washes coming close to the 
top. Modern cars run forty and 
fifty thousand miles without the 
pan or the head being removed, 
but they need lubrication often 
and intelligently done. 
Cleanliness Key 

A clean attractive service shop, 
run properly with a prominent 
lubrication department manned 
by an_ efficient operator and 
backed by a service promotion 
plan will not only increase dealer 
profits but will greatly expand 
owner-customer following. An 
Oldsmobile booklet which con- 
tains examples of results obtained 
from modernization of service de- 
partments shows increases in cus- 
tomer labor sales from 22 per 
cent to 250 per cent in the first 
year following the modernization 
by some of Olds oldest dealers in 
years of representation. Cus- 
tomer increases as high as 305 
per cent and increases of fixed 
gross profit to fixed expense as 
high as 76 per cent are shown. 


Modern efficient service to be@—— 


Service Department Space Requirements 


Number of Stalls Required in Each Department to Handle a Potential 
Volume of Customer Labor 





POTENTIAL CUSTOMER LABOR SALES PER MONTH 


$500 $1000 | $1500 


Customer 
Reception 


Quick Service 
Lubrication 
Motor Analyzing 
Brake 


Steering Wheel 
and Axle 


Battery and 
Electrical 


Car Washing 
and Polishing 


Duco 


Body and Metal 
Bumping 


Tire 
Heavy Repairs 


Finished Repair 
Jobs | 5 


Used Cars 4 


TOTAL STALLS 20 29 36 


$2000 | $ 


$2500 | $3000 | $3500 | $4090 $4500 $5000 


8 


54 





Combined with Battery 


and Electrical **Con 


THE ABOVE CHART shows the 
handling a given volume of service work 


hined with Bory rd Metal i 


average space required for 


under the Oldsmobile 


recommended dealer service program. It also lists the average divi- 
sion of space to various departments. 


Dependable Performance 


BORG & BECK 
CLUTCHES 


- 





| Woodman Spare That 


Tree—Pardon Jaloppy 

DENVER.—Out of respect for 
the aged, the State Motor Vehicle 
Department has permitted three 
Denver automobiles of ancient 
vintage to pass the state inspec- 
tion. None of the three was able 
to qualify as a result of deficient 
lights but they were given in- 
spection stickers with a notation 
limiting their speed. 

“We didn’t want to drive these 
cars off the highway, they 
were in good condition other- 
wise,” Supervisor Charles H. 
Gunn said. “They couldn’t meet 
the 350-foot light requirement so 
we figured out how fast they 
could run with their lights and 
placed the speed limit on the 
stickers.” 


as 
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ndorse ADN Clean-up Drive 


2 


See Lubrication Sales 
Key to Owner Contact 


DETROIT.—Enthusiastic 


endorsement of ADN’s cam- 


paign urging dealers to clean up and modernize their serv- 
ice departments is expressed in letters received by the 


editors within the past few weeks. 


As pointed out in 


some of these letters, ADN feels that its efforts are meet- 


ing with success in bringing 


lubrication sales is the most efficient and profitable |f 
method of keeping in contact with owners after the car | 


home to dealers the fact that 


has been taken off the salesroom® - — 


floor. 

We suggest that dealers make 
sure that their service managers 
read these articles carefully. 
There can be little question that 
up-to-date equipment, modern, 
clean and attractive service de- 
partments are the dealer’s best 
advertising mediums, as well as 
his best profit maker. From a 
sales standpoint the efficiency of 
your service department and the 
ability and calibre of your service 
manager are equally as important 
factors in your business as your 
new car department and per- 
sonnel. 

Here is what factory service 


managers think: 
* oe * 


Keeps Ball Rolling 


From those of your articles I 
have seen, your appeal to dealers 
to develop their lubrication de- 
partments is very much along the 
line of the promotional work we 
are doing. A large number of 
our distributors and dealers have 
put in new lubrication set-ups, 
some of which are outstanding. 

I am sure your articles are 
helping to keep the ball rolling.— 
W. A. Houser, general parts and 
service manager, Cadillac Motor 
Car Co. 


* * * 


In Accord 


We have read your editorial 
“Spring Cleaning” and also noted 
your effort to show dealers the 
profit possibilities of modernizing 
their places of business. You may 
be sure we are heartily in accord 
with this idea and shall be glad to 
co-operate insofar as our own 
field and dealer organization is 
concerned.— W. A. MacDonald, 


director of sales, Hupp Motor Car | 


Corp. 


* * 


Splendid Work 


try to read every article per- 


taining to service in your splendid | 


paper and I feel your articles are 
helping immensely to bring many 
dealers in line in cleaning up 


their service departments as well | 


as seeing that they are properly 


equipped with tools and have the | 


proper manpower. 


Perhaps you know that we have | 


about 120 service representatives 
in the field who are constantly 
talking to dealers about the con- 
dition of their places of business 
and if you could see the parts and 
service facility reports that come 
in, I am sure you would appreci- 
ate the great improvement that 


has been made in this connection | 


during the past two or three 
years. 

Inasmuch as Plymouth has no 
dealer organization, we are not in 
a position to cover service pro- 
motional work from the same 
angle as other divisions selling 
Plymouth cars. Nevertheless, we 
get our hook in occasionally so 
as to help the good work along; 
one of the promotional features 
developed recently being the six 


service slide films with sound, | 


which you so kindly wrote up in 
a recent issue of ADN. 

I do sincerely feel that you are 
doing splendid work in connection 
with this service angle and I cer- 
tainly believe that you should 
keep the good work going.—J. D. 
McCrimmon, director of service, 
Chrysler Corp., Plymouth Division. 


* * * 


Thanks a Million 
I wish to thank you for the 
suggestions in your recent edi- 


] 


| torial “Spring Cleaning” and for 


dertaking to assist dealers in in- 
creasing service volume and 
profits—Don O. Wilson, general 
service manager, the Studebaker 
Corp. 


* * * 


Increase Profits 


Your recent service stories will 
do much to interest dealers in 
taking advantage of the profit 
possibilities that service offers the 
dealer, providing he modernizes 


lines. 


In Oldsmobile, we have a sepa- 
rate service promotion depart- 
ment whose function is to pro- 


the dealer organization. Of course, 


render better service to Oldsmo- 
bile owners and to increase prof- 
its for the dealer. 


No doubt the work you are do- 
ing along these lines has influ- 
enced many dealers to modernize 
their service stations and secure 
increased service profits by so 
doing.—J. J. Dobbs, general serv- 
ice manager, Olds Motor Works. 
oe on oe 


|Will Promote Service 


I have found the service articles 
in Automotive Daily News inter- 
esting and, I believe, of a type 
that will be appreciated by auto- 
mobile dealers. Unquestionably 
the articles promoting the so- 
called super-service type of set- 
up have made many dealers con- 
scious of this service merchan- 
dising plan.—D. G. Nimmo, serv- 
ice promotion manager, Chrysler | 
Corp., Dodge Division. 


* * * 





'Profits in Lubrication 


We are very much interested 
in the campaign ADN is making | 
to encourage dealers to improve 
the appearance of their service | 
stations and, particularly, go after | 
the lubrication business. 

There is nothing which so defi- 
nitely insures the dealer that he| 
will get the owner’s service, parts 
and accessory business as to have 


the promotional work you are un- | 


his business along super-service | 


mote modern service layouts with | 


the objective back of this is to} 


Helps Field Men 





him coming in regularly for his 
lubrication work. 

There seems to be a false idea | 
on the part of many dealers that 
the lubrication work is not worth- 
while and, therefore, not worth 
| going after. As a matter of fact, 
we find there is between 50 and} 
60 per cent gross profit in this| 
business. 

But the other business that is 
|} apt to result from these periodic 








|eontacts is the really important 
| consideration. The automobile | 
| dealers are often so blind to the| 
| possibilities of the gross profits | 
} from service work that it is dif-| 
ficult to understand. Service| 
| gross profit should absorb at least | 
| 50 per cent of the fixed overhead | 
| of the business. 
| Entirely apart from the profit 
langle is the fact that constant | 
owner contact proves to be of | 
| great advantage when it comes | 
time to selling the owner another | 
| car. 

Then, too, they seem to expect | 
the public to patronize their serv- | 
ice stations when often one look} 
at the inside of their places is} 
enough to drive any self-respect- | 
| ing owner right across the street 
to the clean, bright, well-painted, 
| well-equipped filling station or 
super-service station where the 
employes have been trained to be 
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SUPER SERVICE STATION opened last month in Grand Rapids, Mich. by the Standard Auto Co., 
Ford dealer. The new plant is a feeder to the main office downtown and the company maintains a used 
car lot in still another portion of the city. Three sets of gasoline pumps are located on the front drive 
space so as to take advantage of traffic going in three directions. The sales room is large enough to ac- 


commodate three new cars. 


salesmen with the emphasis on 


courtesy. 
Anything you can do to encour- 


|}age dealers to improve the ap- 
their | 


pearance of their places, 
sales ability and the effectiveness 
of their service is more than 
worthwhile, and, in the end, re- 
dounds to the advantage of the 
car manufacturers as well as to 
the dealers themselves. — J. F. 
Page, general service manager, 
Packard Motor Car Co. 
* * 


* 


We are heartily in accord with 
your efforts to improve the serv- 
ice situation and, if we might 
have any criticism, it would be 
that there is not enough of this 
kind of material or enough pub- 
lished results of individual deal- 
er’s modernization programs. 

We know that the support that 
you are giving is helping our men 
in the field very greatly in inter- 
esting Pontiac dealers in setting 
up better lubrication departments. 
We have had occasion several 
times recently to call the atten- 
tion of our men to one of your 
articles and suggest that they use 
it with their dealers.—J. H. Otis, 
assistant service manager, Pon- 


GRAND RAPIDS. - 


22 


Backed by 
years of experience in the 
automobile industry in Grand 
Rapids, Mich., the Standard Auto 
Co., Ford, opened a large super- 
service sales station here last 
month. The new branch is located 
in the north end of the city, while 
the main office is on the west 
side. In addition to this, the com- 
pany maintains a used car lot in 
the south end of Grand Rapids. 

Three sets of gasoline pumps 
are located on the front drive 
space of the station,. placed to 
best advantage for traffic pass- 
ing in any of the three directions 
on the corner by the station. 
Wayne gasoline computing pumps 
were installed, two in each set. 
The sales room is large enough 
to accommodate three cars. The 
service wing of the station can 
accommodate two cars. 

Within the center part of the 
building are the offices and a 





tiac Motor Co. 


complete parts department for 


\Deaber tor 28 Yours Adds | 


New Sales-Service Branch 


light service of all makes of cars. 
The station maintains 24-hour 
service, including wrecker facili- 
ties. The wrecker in the day time 
is kept at the home office, but is 
transferred each night to the 
branch. 

The station is stocked with 
Corduroy and United States tires. 
Equipment and parts are from 
Sherwood-Hall Co., Ltd., and the 
Reliable Tire and Accessory Co., 
both local concerns. Bear wheel 
aligning equipment is used. Co- 
noco gasoline and oil are sold by 
the station. 

Roy F. Springer, president of 
the company, said that’ the 
branch was opened to give mo- 
torists in the north end a much 
needed service, as well as to ac- 
commodate a large tourist trade 
that passes by the station on the 
highway leading to northern 
Michigan and the great resort, 
fishing and hunting country. 


ATTENTION DEALERS 
IT CAN PAY FOR ITSELF! 


UP TO 35 MILES 
PER GALLON 


ALSO STANDARD AND 
DELUXE SEDAN, COUPE 
AND CAB PICKUP 


AND UP 
AT 
TOLEDO 


Panel Delivery 


FOR FRANCHISE 
WRITE OR WIRE 
WILLYS-OVERLAND 
TOLEDO, O. 
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Attendance Forces Dearborn Conference Change 


Program Moved to Hotel 
To Secure Additional Space 


DETROIT.—Attendance at the 
second annual Dearborn confer- 
ence scheduled for May 12, is ex- 
pected to be so great that the event 
has been transferred to the Book- 
Cadillac Hotel from the Dearborn 
Inn. The original program will 
be staged in the ballroom, which 
has been engaged for the three- 
day sessions of science, industry 
and agriculture. The Italian Gar- 
den will be engaged especially to 
house the increased number of 
exhibits. 

The automotive industry will 
be represented in full force. 
Every leading executive of the 
industry has accepted the invi- 
tation to be present. Acceptances 
have also been received to invi- 
tations sent to the leading ex- 
ecutives of the other industrial 
fields. The contingent of agricul- 
turalists which held the center of 
attraction last year will be dou- 
bled this year. They are bringing 
new farm products which can be 
converted into industrial mate- 
rial by the chemists and which 
are possible of being converted 
into alcohol for power develop- 
ment. The manufacturers of paint 


DETROIT’S 


BRIGHT 


and automobile finishes, who | 
were represented in a minor way | 


last year, will be present in al- | oe 


most full force next week, while 
the steel, plastics and other lines 
of industry are sending their ex- | 
ecutives and representatives from | 
their chemical laboratories. 
Staged in Gardens 


The display to be set up in the 
Italian Garden will include a 


| 
| 
| 


crusher as well as a complete | ; 
miniature refinery for the mak-| 


ing of a soy bean oil and a 
plant for converting the soy bean | 
meal into plastics for automobile 
window reveals, distributor head 
and bodies, windshield frames 
and other items which have been 
developed during the past year. 
Apparatus for extracting oil 
from the tung bean for paints 
and varnishes will also be shown. 
One of the biggest pieces of 
equipment will be that of a paper 
making plant, which will use| 
southern lumber for the prepara- | 
tion of wood pulp for paper as| 
well as rayon and other products. 
The agricultural section will) 
show various farm materials for | 
the making of alcohol for gaso- 
line blending and the complete 





|; addressed by 62 


| 


| 


BUICK SALES STARS from the midwest won a trip to the Ken- 
tucky Derby last week. Those shown above saw Bold Venture win 
the turf classic and had a good time, even if they didn’t have the 


winner. 
of Buick; A. B. Bryan, assistant 
McCarthy, who will announce the 


Left to right: O. L. Waller, assistant general sales manager 


Kansas City zone manager; Clem 
forthcoming Schmeling-Louis bout 


for Buick on a nationwide hook-up; Don Kern, Kansas City zone 
manager, and T. H. Corpe, director of advertising and sales pro- 


motion for Buick. 





chemistry of making the blends 
will be described and illustrated 
by mechanical devices. 


In all, 22 processes combining 
agriculture and industry through 
chemical methods will be _ ex- 
hibited. The various’ sessions 
scheduled for the week will be 
speakers, the 
sessions beginning early each day 
and continuing until after din- 
ner. 

Lunch at Dearborn 

The only part of the program 
which will be carried on at Dear- 
born will be the luncheon at the 
Dearborn Inn for members of the 
council and a few special guests, 
following a tour of Greenfield 
Village on Tuesday morning. 
Special buses will leave the Book- 
Cadillac at 9:30 and will return 
the guests and members after 
lunch. William J. Cameron, of 
the Ford Motor Co., will welcome 
the delegates. The dinner will be 
held Wednesday night, with Dr. 
Francis Garvan, president of the 
Chemical Foundation of New 
York, presiding. 


Buick Executives 
Honor Seannell 


FLINT.—Executives of all Buick 


| manufacturing divisions and the 


RIGHT with its unusual lighting effects 


different in design and service. . 
men and women find here a new 
experience for tuncheon and dinner or an eve- 
Step right in from the 


friendly. . 


nings entertainment. 


street or the arcade of the Boo 
Kallman and his Romany Four sing and play 


infcrma]... 


let Gecige 


their way into your hearts.. let Frank Bessinger 


add his touch of geniality to your enjoyment 
at the Motor Bar and Cafe. 


COCKTAILS 
PLATE LUNCHEON 40c 
PLATE DINNER 


Music and Entertainment from 5 p. m. to 2 a. m. 


Book-Cadillac ‘Hatel 


1200 ROOMS FRCM $3. 


Directed by Nationa! Hote! Management Co., Incerporated, Ralph Hitz, President 


DURRIES CRANE, Manager 


from 20c 


50c 





| the company, 
| veteran has climbed from a lathe 
| hand in the first axle factory to 


entire factory field executive per- 
sonnel paid 
tribute Friday 
to the record of 
Charles 7 
Scannell, gen- 
eral manufac- 
turing manager 
of the company. 


The occasion 
was a testi- 
monial dinner 
marking the 
30th anniversary 
of Scannell’s 
connection with 

during which the 


C. T. Seannell 


the position of full responsibility 


| for all Buick manufacturing. 


Harlow H. Curtice, president, 


| presided at the function and paid 
| personal tribute to the man he 
| appointed in charge of production 
| operations two years ago. 


Scannell joined the company as 


a machinist and tool maker in 


| May, 1906. 


Fuel Tax Income Up 


RALEIGH, N. C.—Gasoline tax 
collections for the first 10 months 
of the current fiscal year totaled 
$15,801,982, compared with $14,553,- 
461 for a like period of the previous 
fiscal year. Due to the lower cost 
of automobile license tags, the reve- 
nue from this source for the first 
10 months of the fiscal year drop- 
ped from $6,991,615 to $6,228,996. 


DeLong Becomes 


Waukesha Head 


WAUKESHA, Wis.—At the last 
meeting of the board of the Wau- 
kesha Motor Co., James E. De- 
Long, vice-president of the com- 
pany who succeeded H. L. Horn- 
ing as general manager, was 
elected president, and James B. 
Fisher, chief engineer of the com- 
pany, was elected vice-president. 
The presidency had been vacant 
since the death of Horning, 
Jan. 4. 

DeLong’s association with Wau- 
kesha dates back 13 years to 
1923 when he joined the company 


ment of products for the oil in- 
dustry. 

Fisher entered the engineering 
department as chief of design in 
1914, and has been connected with 
the company since that time. 
His association with the War In- 
dustries Board in the design of 
the Class B Liberty truck engine 
brought him distinction. He has 
presented numerous professional 
papers and won recognition as a 
result of his inventions applied to 
Waukesha engines. 

It was stated that there are 
more men on the Waukesha pay- 
roll at present than at any time 
since January, 1930, and that from 
Aug. 1, 1935, to the present, well 
over a million dollars has been 
distributed among the employes 
directly with more than half a 
million dollars additional paid out 
to local merchants and manufac- 
turers during the same time. 





Gas Sales Climb 

TALLAHASSEE, Fla.—More than 
27,333,000 gallons of motor fuel 
were sold in the state during March, 
according to records just made pub- 
lic. Consumption in March a year 
ago amounted to 25,711,000 gallons. 
Sales in February, 1936, amounted 
to 26,538,476 gallons. 





as field engineer in the develop- | ‘ 
|tablish a co-ordinated system of 





Pettengill Bill 
Hearing Set By 
Senate Group 


WASHINGTON. The Senate 
Interstate Commerce Committee 
next Monday will open hearings 
on the Pettengill bill to repeal the 
long-and-short-haul clause of the 
Interstate Commerce Act. 

The bill has aroused wide con- 
troversy in manufacturing and 
shipping circles and among the 
foremost opponents of the Petten- 
gill plan is the motor trucking in- 
dustry. Accordingly, representa- 
tives of the American Trucking 
Assns., Inc., will appear before the 
committee, probably on or after 
May 18, to protest. ATA contends 
that the bill, which would allow 
railroads to charge less propor- 
tionately for a long haul than for 
a short haul on the same route, 
would be conducive to monopoly. 

The bill, which has already 
passed the house, is also opposed 
by the National Grange. The Au- 
tomobile Manufacturers Assn. has 
taken no formal stand on it. 


Penn. R. R. Asks 
ICC to Rehear 
Trucking Plan 


WASHINGTON.—The Pennsyl- 
vania Transfer Co. of Pittsburgh, 
a motor truck subsidiary of the 
Pennsylvania Railroad, has peti- 
tioned the Interstate Commerce 
Commission to rehear and re- 
consider its action in refusing 
permission of the company to ac- 
quire the Chicago-Cincinnati mo- 
tor freight lines. 

The acquisition was a principal 
step in the railroad’s plan to es- 


highway and rail freight opera- 
tions. 


IN. C. OQuders 350 


Ford Bus Chassis 


DEARBORN.—An order for 350 
Ford V-8 school bus chassis for 
use by school districts has been 
awarded by the state of North 
Carolina to Sanders Motor Co., 
Raleigh, N. C., Ford dealer, it was 
announced today at the home of- 
fices of the Ford Motor Co. here. 

The contract gives the state an 
option on the purchase of 75 ad- 
ditional school bus chassis. 

Of the first order, the great ma- 
jority will be for bus bodies ac- 
commodating 70 school children. 
The chassis will be supplied by 
the Ford Motor Co. assembly 
branch at Norfolk, Va. Bodies will 
be supplied by North Carolina 
manufacturers. 


Simmonds With Allbestos 


PHILADELPHIA.—E. G. Sim- 
monds has been added to the sales 
force of the Allbestos Corp. He is 
now covering eastern Pennsylvania. 


CHARLIE LADD of the Ladd Motor Co., Chevrolet dealer at 
Vernon, Tex., got a hearty public response when he staged a special 
drive on used cars with O.K. tags. Special attractions had been 


arranged, but the offerings themselves were the feature that held 


the crowd. 





Service Proves J} 
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Western Dealer F inds Modernization Pays Well 


M ainstay 


Of Oregon Trail Station 


CHEYENNE, Wyo. —Service department modernization | 


and neighborhood sales and service ideas have come west. 
Out here in the old frontier town famous for cattle, 
cowboys and rodeos, the Knox Chevrolet Co., formerly of 


Brighton, Colo., 


service station with modern service 


profits. 


is finding that a conveniently located 


is conducive to 


The company also believes in telling tourists on their 
way west over the old Oregon®— 


Trail, now the Lincoln Highway, 
that friends meet at the Knox 
station. Large signs along the 
highways point to the service ac- 
commodations for which the com- 
pany has spent $10,000 in equip- 
ment. 

When Knox came to town sev- 
eral months ago seeking a greater 
opportunity than the old ‘home 
town afforded, there was no build- 
ing ready for him. He found an 
old one and a local architect 
measured it and made sketches 
which were sent back to Chevro- 
let in Detroit, where they were 
revamped. 


Laid Wide Platforms 
Part of the old building was | 
torn down and rebuilt to conform 
to the modern service station pro- 
gram popular in the east. Wide 
platforms were laid, gas pumps 
installed and the building made 
100 per cent modern. 


While alterations and rebuild- 


| 





LUBRICATION EQUIPMENT 


from service to wipe out his serv- 


ice expense and then some. 

The modernized lubrication sec- 
tion is shown in a picture on this 
page. Records show Knox doing 
three times as much business as 
he did at the old stand in Colo- 
rado. Everything is new, and com- 
plete Lincoln lubrication equip- 
ment covers all makes of cars. 


Complete Refinishing Outfit 

One hoist is in operation. From 
it he sells brake testing and 
equalizing. Included in his equip- 
ment is a Weidenhoff analyzer, a 
United Motors mercury column 
vacuum gauge, a Weaver front 
end corrector, and Guide head 
lamp adjuster and _ practically 
every available device to service 
cars, trucks and buses, 

The station has a complete 
Duco refinishing outfit. The tire 
and tire repair department is 
complete. Battery charging has 
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for all cars and machinery for 


complete service of cars, trucks and buses brings in plenty of busi- 
ness to Knox Chevrolet Co., Cheyenne, Wyo. 


ing were going on, the Knox or- 
ganization was functioning. In 
January, while workmen were 
busy, an office was set up in the 
basement of the Knox home. Sales 
meetings were held every morn- 
ing around the furnace and serv- 
ice men spent the afternoon 
studying Chevrolet service man- 
uals. Only those who passed the 
examinations were hired. When 
the building was ready, an or- 
ganized and thoroughly trained 
crew was ready to take over the | 
job of selling and servicing cars. 


Sold 22 Units First Month 

In January, with no showroom, 
22 new cars and trucks were sold. 
In February, weather brought a 
slight let down, but March stepped 
up the rate. Indications now are 
that Knox will not only move his 
allotment of cars before the year 
is over, but will also show profits 





“FRIEND MEETS FRIEND,” say the Knox Chevrolet Co. 
along the old Oregon trail leading into Cheyenne, Wyo. 


proved to be a good source of in- 
come. Highway wrecks’ are 
handled with Chevrolet’s special 
wrecking equipment wagon with 
a Holmes hoist. 

On the front of the building is 
a neon sign 11 feet in diameter to 


tell the story of the Knox Chevro- | 


let Co. A follow-up system and 
good service work keeps business 
rolling. 

Knox is convinced that service 
is the mainstay of a dealer busi- 
ness. 


——__—_ 


Gas Revenue Gains 


MONTGOMERY, Ala.—Henry S&S. 
Long, chairman of the Alabama tax 
commission, reports that gasoline 
tax collections for the first seven 
months of the 1935-36 fiscal year 
totaled $6,165,906, as compared with 
$4,077,557 during the corresponding 
period of the previous fiscal year, 
or an increase of $2,088,348. 


signs 
Tourist 


business is attracted and the station features complete service work 


for all types of cars. 











OUT ON THE OREGON TRAIL, this new station of the Knox Chevrolet Co., Cheyenne, Wyo., has 
been open only a short time and has already proved that service modernization is the key to profits and 
works just as well in the wild and wooly west as it does in the metropolitan centers of the east. 


Texas Dealers Confident 


As Sales Hold Up Well 


SAN ANTONIO, Tex.— 
not equalling the banner month of 
March, when 1,116 new cars and 
trucks were registered in this 
county, April sales still continued 
to show the strong position which 
the automotive industries hold in 
the buying market of the Ameri- 
can public. Total sales for April 
were 818, of which 677 were pas- 
senger cars and 141 trucks. A 
breakdown of sales according to 
makes follows: 

Auburn, 1; Buick, 26; Cadillac, 
7: Chevrolet, 198 (and 52 trucks); 
Chrysler, 16; De Soto, 2; Dodge 
32 (and seven trucks); Federal 
Truck, 2; Ford, 149 
trucks); GMC Truck, 2; Graham, 
5; Hudson 2; 
IHC Truck, 
LaSalle, 7; 


26; Lafayette, 4; 
Lincoln, 1; Lincoln- 
Zephyr, 6; Nash, 2; Oldsmobile, 
24 (and one truck); Packard, 18; 
Plymouth, 64 (and one truck); 
Pontiac, 20; Studebaker, 35; Ter- 
raplane, 34 (and one truck); White 
Truck, 1; Willys, 1 (and one 
truck). Out of county dealers 
registering cars here totaled 20 
cars and six trucks. 

April 
were: 1931—682, 
360, 1934—653, 1935 

Dealers face the 
greater confidence than at any 
time in several years. A spurt in 
used car sales during the past 45 
days has relieved a condition that 
was proving embarrassing. Good 
used cars find a ready sale, and 


1932—290, 1933 
780. 


some dealers have been forced to | 


‘Glidden Buick Sets 


27-Year Sales Record 


New York.—The Glidden Buick 
Corp. closed the best month in its 
history Apr. 30, with a total of 
501 cars delivered to purchasers. 
This compares with 213 cars de- 
livered in April of last year. 

The best previous month in the 
company’s 27 years in business 
was April, 1926, when 472 deliver- 
ies were made. 

Officials of the company de- 
clare that the new record could 


| have been higher by another 30 


cars, but the surge of orders all 
over the country prevented the 
factory from shipping sufficient 
cars. 


Plan Reunion 


BRIDGEPORT, Conn. — Plans are 
already being made for the annual 
reunion of the “old timers” of the 
Locomobile Co. of America, which 
will be held here this summer. A 
committee to handle preliminary ar- 
rangements and select a_ suitable 
date and place was chosen at a re- 
cent meeting at the Elks Club here 
It consists of P. J. Grace, Jerry 
Dahl, George Houston, Edward 
Warner, Joseph Healy, Joseph Mul- 
doon, Harry Babineau and John 
Jones. 


(and 38) 


Indiana Truck, 2; | 


sales for previous years | 


summer with | 





buy used cars in order to take 


Although 


care of the demand. 

Dodge and Studebaker made 
good showings in the middle- 
priced group. Chevrolet continued 
its lead in truck and passenger car 
sales, and Lincoln-Zephyr brought 
a new threat into the higher priced 
field. Attention is called to the 
good business in trucks, and the 
fact that 13 makes of trucks were 
represented in the sales figures. 
A fleet of 15 Twin Coach buses 
was received by the San Antonio 
Public Service Co. this month to 
augment their fleet of these cars. 


Canada Gasoline Sales 
Increased 7% in 1935 


MONTREAL. — Sales of gaso- 
line in Canada during 1935 
amounted to 573,652,000 gallons, an 
increase of 7 per cent, compared 
with 534,782,000 in 1934, the Do- 
minion Bureau of Statistics re- 
ports. 

Sales by provinces with 1934 
figures in brackets: Ontario, 272,- 
681,000 gallons (252,977,000); Que- 
bec, 102,178,000 (93,511,000) ; Alberta, 
47,443,000 (45,194,000); British Co- 
lumbia, 43,410,000 (42,338,000) ; 
Saskatchewan, 39,166,000 (36,785,- 
000); Manitoba, 28,483,000 (27,694,- 
000); Nova Scotia, 22,274,000 
(20,003,000); New Brunswick, 15,- 
185,000 (13,640,000); Prince Ed- 
ward Island, 2,832,000 (2,640,000). 
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PROFITS ! 


Additional business, additional services, ad- 
ditional sales .. . better work, greater customer 


confidence, larger and steadier volume. 


There- 


in lies the soundness of an investmentin a 


JOYCE Lift. 


The more service-conscious the public becomes, 
the more the man with the lift is patronized. 
You’re in line for greater profits when you install 
a JOYCE Lift. In the entire field they 
are unequalled for power, speed, 
safety, beauty, low cost and long life. 


Full particulars on the greatest line of 
lifts in the world sent upon request 


THE JOYCE-CRIDLAND COMPANY 


DAYTON .-. 


OHIO 





the Au Dimension 


The News of Automotive Advertising 


By GERRY SCHURMAN 


Testimonials Freely Given 

In some 2,000 cities and towns you can read a Hudson 
advertisement and see a list of recent buyers and their 
telephone numbers. If you’d call one of them he’d freely 
recommend Hudson and tell you why it was his choice. 


It came about this way: 
Brooke, Smith & French, decided to launch its biggest 
campaign in six years, 30 newspapermen were called to 


They were told about a new campaign to use 
But the newspapers®— : — — = 


Detroit. 

testimonials. 
would have to find the testimoni- 
als, which in each case were to be 
from recent buyers who were 
willing to recommend Hudsons 
and Terraplanes to all inquirers. 


It meant plenty of space, so the | 


newspapers delivered the goods, 
despite the fact that tracking 
down willing testimonial-givers 
was not the usual assignment. 


Packard’s Top Hat 


Fred Astaire, versatile musical | 


comedy headliner and star of 
“Top Hat,” “Follow the Fleet,” 


and other hits, will appear in his | 


first long term radio series under 
the Packard banner this fall. 


Statistics out of Hollywood in- | 


dicate Astaire as the top-ranking 
male box-office attraction today. 
On the air for Packard he will 
head what is promised to be one 
of the big productions of the fall 
radio season. Critics lately have 
been demanding a new air per- 
sonality and Astaire stands a 


NEW PASSENGER CAR REGISTRATIONS, 48 STATES, 


|has sketched some of White’s 





When Hudson, through 





pretty good chance to being the 
answer to the critics’ prayer. 


Streamlines 

Count Alexis de Sakhnoffsky’s | 
drawings and plenty of color fea- 
ture four new White Truck mail- 
ing pieces. Sakhnoffsky, who de- 
signed the new streamlined jobs, 


snappiest body styles and several | 
of the mechanical features. As a| 
change from the usual run of 
photographs, the art work has a 
streamlined air in keeping with 
the copy. 


Maiden Voyage 

On May 31, the day before the 
Queen Mary docks at New York 
on her maiden voyage, seven 
newspapers will publish a special 
Queen Mary section. Among the 
automotive advertisers scheduled 
are Socony-Vacuum, with a full 
page, Buick and Gulf Refining. 





The supplement is being hand- | 


LIKE AN OUTDOOR NIGHT CLUB is this installation of Libbey- 
Owens-Ford Vitrolite glass at the Revoir Motors, Inc., Syracuse, N. Y., 


Hudson-Terraplane dealer. 


| led by the Ray McCarthy Organi- 


zation, New York agency. 


Shorts 

Short length advertising films 
to run in regular theatres are be- 
ing used by the Sinclair Refining 
Co. The new series includes 52 
films featuring the Sinclair air- 
line and railroad contract, the 
Minstrels and publicity. 

Production and distribution is 
handled by the United Film Ad 
Service. Signer & Bryne is na- 
tional representative. 


Travel Tip 

“See the World in a Silver 
Dome” is the advice of that 
trailer company appearing in a 
list of magazines including Amer- 
ican Legion Monthly, Collier’s, 
Field and Stream, Literary Di- 
gest, National Geographic, News- 
Week, Outdoor Life, Saturday 





Evening Post, Time, Iowa Motor 
News and Trailer Travel. 

Holden, Graham & Clark, De- 
troit, is the agency. 


Straight Man 


Graham McNamee will join Ed 
Wynn on the Plymouth program 
when its takes to the air over the 
NBC red network May 12, at 9:30 
pm. EDST. McNamee was 
Wynn’s original straight man. 


Notes 

McAleer Mfg. Co. has appointed 
Holden, Graham & Clark for a 
radio and trade paper schedule 
for its polish. ... Grace & Be- 


| ment has been named to direct a 


national advertising and mer- 
chandising campaign for Mullins 
Mfg. Corp.’s new utility trailer. 
Newspapers, trade papers and 
direct mail are on the list... 

Standard Body Corp., maker of 
commercial automobile bodies 


MARCH, 1936-1935 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., and Metropolitan New York area which are compiled by Sherloek & Arnold 


STATES 


Total, 47 States 
for March 


California 


"36 
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CHRYSLER GROUP | 
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456 476 
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Total, 48 States 
for March 
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Total, 47 States 
for March 


California 
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NASH GROUP 
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Bally Blighters 


Fall Off Bicycles 


WASHINGTON.—In Great 
Britain the bicycle is re- 
sponsible for virtually as 
many traffic accidents as 
passenger automobiles. A 
report to the Commerce De- 
partment this week from 
Trade Commissioner E. B. 
Lawson, at London, stated 
that last year bicycles ac- 
counted for 30 per cent of 
traffic accidents in that 
country. 











among other products, has placed 
its schedule with Allied Advertis- 
ing, Inc. . . . Publicity News, a 
national monthly of publicity, 
public relations and promotion 
has just been launched by Public 
Relations, Inc., 485 Fifth Ave., 
N. Y. E. W. Pryor is director and 
V. Jewel associate editor. 


Personals 


Frank J. Kelly, formerly man- 
ager of the Detroit office of 
Kelly-Smith Co., newspaper rep- 
resentatives, has been named De- 
troit manager of Business Week, 
sueceeding the late Winfield C. 
Davis. . . Lee R. McCullough, 
for the past two years western 
manager in Chicago for the Chil- 
ton Co., has joined the staff of 
Klau-Van Pietersom-Dunlap As- 
sociates, Inc., Milwaukee. 


Coming Events 


MAY 
10-20—Madrid, Spain. Automobile Show. 
13-15—Tulsa, Okla. American Petroleum Insti- 
tute Mid-Year Meeting. 
16-23—Tulsa, Okla. International Petroleum 
Exposition and Congress. 
20-21—Cleveland. National 
Assn., spring convention. 
25-28—New Orleans, National Assn. of Pur- 
chasing Agents. Twenty-first annual 
international convention and Inform-a- 
Show. Roosevelt Hotel. 
28—New York. American Iron and Steel 
Institute, annua] meeting. Waldorf-As- 
toria, 
30—Indianapolls. Annual 500-mile race. 
30-June 14—Katowicz, Poland. Automobile Show 
31-June 6—White Sulphur Springs, W. Va. 
SAE Summer Meeting. 
JUNE 
1-4—Cincinnati. Automotive Engine Rebuild- 
ers’ Convention. 
6-Nov. 29—Dallas, Texas Centennial Exposi- 
tion. 


19-21—Mackinac Island. 
tive Engineers, Detroit section, 


cruise, 


27-Oct. 4—Cleveland. 


Battery Mfrs. 


Society of Automo- 
annual 


Great Lakes Exposition. 
29-jJuly 3—Atiantic City. American Society for 
Testing Materials, annual meeting 
Chalfonte-Haddon Hall. 
SEPTEMBER 
7-12—Pittsburgh. American 
ciety, semi-annual meeting. 
OCTOBER 
Automobile salon. 
Automobile race. 


Chemical So- 


1-11—Paris., 
12—Mineola, L. |}. 

velt Field. 

15-24—London. 
mobile Exposition. 

19-21—Chicago. American Trucking Assn. 
nual convention. Stevens Hotel. 

19-22—Cleveland. American Society for Metals. 
Eighteenth National Metal Congress and 
Exposition. Exposition Hall. 

19-23—Cleveland. American Society for Metals, 
18th national Metal Congress and Ex- 

Exposition Hall 

NOVEMBER 

National Motor Truck 


Roose- 
Thirtieth International Auto- 
Olympia. 

an 


position. 


3-7—Newark, N. J. 
Show. 
9-12—Chicago. 
17th annual meeting 
11-18—New York. Automobile Show. 
Central Palace. 
14-20—Columbus. Automobile Show. 
14-21—Chicago. Automobile Show. 
14-2i1—Detroit, Automobile Show. 
14-2i—Boston. Automobile Show. 
14-2i—San Francisco, Automobile Show. 
14-2i—Washington. Automobile Show. 
14-22—Los Angeles. Automobile Show. 
15-22—St. Louis, Automobile Show. 
15-2i—Cincinnati, Automobile Show. 
19-20—New York. National Industrial Traffic 
League. Annual Meeting. 
19-25—Asbury Park, N. J. Automobile Show. 
21-28—Baltimore. Automobile Show, 
21-28—Cleveland. Automobile Show. 
*21-28—Brooklyn. Automobile Show. 
*21-28—Buffalo. Automobile Show. 
21-28—Newark, N. J. Automobile Show. 
*21-28—Pittsburgh. Automobile Show. 
*21-29—Kansas City. Automobile Show. 
22-29-——-Milwaukee. Automobile Show. 
23-30—Meriden, Conn, Automobile Show. 
*30-Dec. 5—Peoria. Automobile Show. 
*30-Dec. 5—Philadelphia. Automobile Show. 
DECEMBER 
ASI Show. 


American Petroleum Institute, 


Grand 


9-13—Chicago, Navy Pier. 


*Tentative, 











Sparks 


(Continued from Page 1) 
spend not less than 2 per cent of| good fortune to Hudson and Ter- 


his gross sales of labor, retail 


parts and accessories for service | 


advertising. The De Soto broad- 


sides will cost well under that| 
figure, it is said. 
K * * 
HOW TO MOVE used cars is | 


told in another bit of literature | 
This big | 


going out this week. 
problem is intelligently handled, 
I think, and dealers heeding the 
advice ought to profit thereby. 

* * * 

IN CONNECTION with service 
De Soto has hit the nail squarely 
on the head in the support that 
it is giving to proper lubrication. 
In its “The ABC of Approved 
Lubrication,” it tells the dealer 
that “here are seven definite rea- 
sons why you should be vitally 
interested in the promotion and 
operation of your “lubrication de- 
partment.” No. 1 is that “lubrica- 
tion is the only service required 
at regular, frequent periods of 
driving. Get a car owner’s lubri- 
cation business and you will ren- 
der the service his car requires 
more frequently than all others.” 

No. 2 reads: “Get this lubrica- 
tion business and you'll enjoy the 
largest single part of your serv- 
ice market.” Twenty cents out of 
every $1 spent for service is 
spent for lubrication, 35 per cent 
more than the next popular serv- 
ice, the company points out. No. 3 
says: “lubrication is the principal 
service your competitors have 
used to pull owners away from 
you” and the chart shows that 


have their cars lubricated at serv- 


ice stations, 17.3 per cent go to} 


|} not pull 
64.3 per cent of the car owners P 


| Southern 





the car dealers, 15.1 per cent do} 


it themselves and garages get 
3.3 per cent. 
* * * 


“LUBRICATION is a 
service,” declares No. 4. 


‘feeder’ 
“A prop- 


erly operated lubrication business | 


always increases parts, accessory 


and general service sales.” No. 5| 


points out that lubrication is a 
contact service; 
“lubrication is the most profitable 
service you may offer your cus- 
tomers. More than 50 per cent of 
your lubrication sales is gross 
profit. Frequent lubrication cuts 
warranty and policy expense. Lu- 
brication equipment will earn 
more money for you than any 
other tools you might buy 
(per dollar invested). Lubrication 
equipment always pays for itself 
in less than one year. 

“More new cars are sold by 
serving customers frequently than 
by any other method. Service con- 
tacts build confidence, confidence 
influences new car sales,” No. 7 
says: 

“Seemingly clinching the argu- 
ment, it is declared that just lu- 
bricating one car a day (25 work- 
ing days in a month) the dealer 
can turn a profit of $25.71. It is 
figured that the income from this 
work, figuring in chassis lubrica- 
tion at $1 per car and including 
engine oil, gear lubrication and 
wheel bearings, totals $51.30, 
while the costs are only $25.59. 


* 





* 


Appointment of a Hudson fac- 
tory subsidiary in Los Angeles 
and a new distributor in San 
Francisco brought about a sever- 
ing of business relations between 
Hudson and Earle Anthony, who 
has handled Hudson for many 
years in California as well as act- 
ing as Packard distributor. But 
it did not break the friendship 
each has for the other and Hud- 
son did the gracious thing when, 
in its daily paper advertising in 
connection with the change it 
used in its art a picture showing 
W. R. Tracy, Hudson vice-presi- 
dent in charge of sales, shaking 
hands with Anthony. Tracy is 
saying: “Good-bye, Mr. Anthony, 
and success to you and Packard,” 
while Anthony replies with “And 





* 


| 
| 
| 
| 
| 


and No. 6 that) 








By Chris 
Sinsabaugh 





raplane, Mr. Tracy.” 
* * * 

And Hudson further says: 
pleasant association of 
years between Earle C. Anthony, 
Ine. and the Hudson Motor Car 


“A 


Co. is terminated with the forma- | 
tion of the Hudson and Terra- | 


plane Sales Corp. to assume the 
distributorship of these cars in 
California. Although 
this is an occasion of regret, it 
permits Mr. Anthony to carry out 
his plans in concentrating all his 
attention to his other interests, 
and at the same time brings 
about an expanded activity on 
Hudson and Terraplane in one of 
the nation’s major markets. To 
Mr. Anthony and his organization 
we sincerely wish all success.” 
* * * 


NO ONE IS BETTER qualified 
to write “My 25 Years with W. C. 
Durant” than Jake Newmark, 
who started in as advertising 
manager of the Oakland Motor 
Car Co. at the very inception of 
General Motors and followed his 
chief in Chevrolet and later with 
Durant Motors. Newmark is 
telling his story serially in the 
New York financial paper, Com- 
merce and Finance, and the first 
installment starts next Saturday. 

It’s been my good fortune to 
read that first installment ahead 
of time and I have been fasci- 
nated with the pen picture New- 
mark gives of this great genius 
whose pioneering is largely re- 


sponsible for the development of | 


the automobile industry as we 
know it today. The author does 
his punches. He says 


Durant is “a man of gigantic 


achievements and gigantic mis- | 


takes—who reared cities from vil- 
lages and an industrial empire 
from a state—who made and un- 
made men, but never depended 
upon them.” 
a + + 
“SOMEONE HAS SAID that 
Durant makes men and breaks 
them,” he continues. “That is 
true, and that is exactly what 
happened to the army of men 
who followed him from General 
Motors to Durant Motors. Those 
who had the wisdom to stay with 
General Motors have had no cause 
to regret it. * * * He undertook 
tasks which were impossible for 
one man to swing alone, no mat- 
ter how brilliant. He insisted in 
dabbling in too many things. 
Mediocre ‘yes’ men did not aid. 
Failure followed, for he did not 
seek or could not secure, the 
services of men who were big 
enough to help him put over his 
various enterprises.” 
a *~ +o 


NEWMARK FURTHER ana- 
lyzes Durant thusly: “Does Mr. 
Durant possess a a personality and 





























many | 








oe Pe | . oe = — athe” — 4 
DAREDEVIL BOBBY Nolan drove a De Soto stock car into Death 
Valley recently, and raced it across the rough desert floor in a bitter 


ning of endurance at America’s hottest point. This picture shows the 
car “breaking trail” through a boulder-strewn ary t river r bed. 
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a mental quirk which keeps him 
content only when he is in dif- 
ficulties? I wonder if this is so. 
A former close associate of his 
said to me many years ago, ‘You 
know, W. C. is never happy un- 
less he is hanging on by his 
finger tips to a window sill.’ I 
think there is a great deal of 
truth in that statement. He 
seemed never to be satisfied when 
he was sitting pretty. He seemed 
to enjoy difficulties. This seems 
to be a fair conclusion when you 
think that at various times in 
his life he had 10 millions, or 20 
or 50 millions of dollars, and he 
might have stopped with these 
various sums, but he never did. 
His mental type would not have 
been content to have done that.” 


As Others See It! 


(Continued from Page 6) 


the more motors there will be to | 
| occupy the room. 


It is certainly true that there 
is a large apartment-dwelling pop- 


ulation that does not own cars; | 


but it does use taxicabs. 

On the other hand, it is also 
true that the motor car has made 
it possible for erstwhile city- 
dwellers to live 
country, and get to and from the 
city with far greater ease than 
is permitted by any form of mass 
transportation except the rail- 
way. 

While, therefore, the correction 
of streets in the interest of traffic 
is important—and also very cost- 


ly when widening is necessary— | 


it is also true that motors are 
needed for other purposes than to 
get into and out of a metropoli- 
tan business section. If congestion 
has not greatly affected their sale 
hitherto, we doubt if it will in the 
calculable future. 


We agree with Dr. McClintock 
when he deplores the emphasis on 
“sudden death” in the arguments 
used by so many professional ad- 
vocates of safe and sane driving. 


DAN’L BOONE’S COUSIN was Wallace Stark’s grandmother. 
Stark, like his ancestor, has spent his life among the Indians, but as 
a friend. While in the Indian government service Stark bought his 


first car, a 1926 Chevrolet shown above. 


He is still driving the coupe 


and says it will be plenty good enough for him. Despite years of 
service in the trackless west, the old Chevrolet carries its owner all 


over the country. 


in suburbs and | 





| 











It is true that the timid driver, 
who, yielding to fear, is apt to do 
the most unaccountable things, is 
one of the greatest menaces of 
the road. The cars now being sold 
are models of safe mechanism, 
even at high speeds. They should 
inspire confidence.—Detroit News. 








Protest Meters 


SYRACUSE, N. Y—A resolution 
opposing the use of automobile park- 
ing meters in the city of Syracuse 
was adopted at the annual meeting 
of the Syracuse Automobile Dealers’ 
Assn., because of a belief that the 
meters would discourage retail shop- 
ping. 

The following were elected direc- 
tors of the association for two years: 
Herbert A. Dunn, Frank G. Revoir, 
W. E. Ferris, Jerome B. Rusterholtz 
and Charles H. Van Denburg. 











Court Reverses 


$3,000 Judgment 

ATLANTA, Ga.—An auto- 
mobile dealer is not liable 
for a wreck involving a 
salesman who sells cars on 
commission, drives his own 
automobile and moves about 
without specific direction of 
the company, according to a 
recent ruling of the Georgia 
Court of Appeals. 

The high court reversed a 
judgment for $3,000 against 
the Whitehall Chevrolet Co. 
obtained in the Fulton 
Superior Court by Mrs. M. 
McLaughlin Anderson, who 
sued for $15,000 because of 
injuries alleged to have been 
received while a car was 
being demonstrated to her 
by H. M. Atkins, a salesman 
for the company, 

She sued both the com- 
pany and the driver of the 
other car but was awarded 
damages against the auto- 
mobile concern alone, 








No Gas on Sunday 

OGDEN, Utah—Ogden, Utah’s 
second largest city, is going to stop 
the sale of gasoline and oil on Sun- 
day. Some weeks ago, the city 
authorities began to enforce their 
Sunday closing ordinance, not seri- 
ously heeded for many years, and 
what to do about the closing of 
service stations was a problem at 
first. But now it is felt that as 
a service station is not a garage, 
and therefore exempt from the ordi- 
nance, the only logical thing to do 
is to make it close down. It was 
held that to permit service stations 
to operate would be held to be dis- 
criminatory by grocers and others, 
who must close. 





FS jpringtime in Chicago 


Overlooking Lake Michigan, the great inland ocean— 


away from disturbing str 








We're old-fashioned 






friendly staff of employ 






ning ice water 
Floor clerk on each floor 
The inspiring roof promenade 
Fairyland for the kiddies 
Meals you will long remember 
Ladies’ 
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THE ST 


All outside rooms, each with run- 


Bridge Luncheons daily 
Billiard Room and Bowling Alleys 


Chicago’s most intimate Dinner and Supper dancing room 


eet noises —The Stevens offers 


you Chicago's finest hotel location—in the very center 
of things—on famous Michigan Boulevard. 


at The Stevens, that is, when it 


comes to cheerful hospitality — but new in spirit. A 


ees interested in your comfort 


will make you enjoy every minute of your visit. 
You'll be amazed atthe many distinctive Stevens features 
at rates as low as two-fifty for one—four dollars for two. 


Library and Reading Room 

The Stevens is the starting point 
of Gray Line sight-seeing tours 

Railroad, airline and theatre 
ticket offices in the Lobby 

Afew minutes walk takes you to the 
Art Institute, Adler Planetarium, 
Field Museum, Shedd Aquarium 


CONTINENTAL ROOM 
















4 


CHICAGO 


3000 ROOMS *« 300 


Convenient ¢ 
OVERNIGHT PARKING 50c 







O BATHS « $2.50 UP 


All De 






GARAGE WITH PICKUP AND DELIVERY 75« 







Car and Truck 
Profits Gain 
390% in Year 


By C. J. ALEXANDER 


NEW YORK.—Automotive com- 
panies in April declared dividends 
calling for the disbursement of 
$10,315,000, as against $5,410,000 
in March and $3,510,000 in April, 
1935. This was an increase over a 
year ago of 194 per cent. For the 
first four months of this year 
dividend declarations by the au- 
tomotive companies aggregated 
$51,120,000, comparing with $26,- 
162,000 in the like period of last 
year, an increase of 95 per cent. 


Car and truck manufacturing 
companies in April declared divi- 
dends amounting to $7,215,000, as 
against $160,000 in March and 
$1,605,000 in April of last year, an 
increase over 1935 of 350 per cent. 
For the first four months of 1936, 
declarations by the car and truck 
companies aggregated $38,055,000, 
comparing with $16,762,000 in the 
corresponding 1935 period, an in- 
crease of 127 per cent. 


Parts and accessory company 
dividend declarations in April 
amounted to $3,100,000, as against 
$1,905,000 a year ago, an increase 
of 62.5 per cent. The declarations 
by these companies in the first 
four months of this year aggre- 
gated $13,065,000, comparing with 
$9,400,000 in the like 1935 period, 
an increase of 38.9 per cent. 


The leading dividend news of 
the current week was the declara- 
tion by General Motors of an 
extra of 75 cents a share on the 
common in addition to the regu- 
lar of 50 cents, calling for a total 
distribution of more than $50,- 
000,000 on June 12 to stockholders 
of record May 14. The regular 
quarterly of $1.25 was declared on 
the preferred, payable Aug. 1 to 
stock of record July 6. 


Firestone declared the quarterly 
of $1.50 on its 6 per cent pre- 
ferred, payable June 1 to stock of 
record May 15. Mullins declared 
a quarterly of $1.75 on its new 
$7 preferred, payable June 1 to 
stock of record May 13. Goodyear 
declared $1 on its preferred, pay- 
able July 1 to stock of record 
June 1. Wilcox-Rich declared 45 
cents on its “B” stock, as against 
30 cents previously, payable May 
15 to stock of record May 1. 


Clark Equipment declared a 
quarterly of 20 cents on its com- 
mon and $1.75 on its preferred, 
both payable June 15 to stock of 
record May 27. Parker Rust- 
Proof declared a quarterly of 
37% cents on the $2.50 par com- 
mon, payable June 1 to stock of 
record May 11, placing the stock 
on a $1.50 annual basis. 


Motor Wheel increased its 
quarterly payment with the dec- 
laration of 25 cents, as against 
20 cents paid three months ago. 
The new dividend is payable 
June 10 to stock of record May 
20. Collins & Aikman declared 
50 cents, payable June 1 to record 
of May 19. 


Timken-Detroit Axle declared 
the quarterly of $1.75 on its pre- 
ferred, payable June 1 to stock of 
record May 20. Timken Roller 
Bearing declared the _ regular 
quarterly of 50 cents and an extra 
of 25 cents, both payable June 5 
to stock of record May 18. 

Stockholders of the American 
Chain Co. will vote May 19 on a 
proposal to increase its authorized 
capital stock by 142,857 shares of 
common stock. 

Automotive stocks this week 
recovered some of their losses of 
the preceding period, shares of 
this group having been prominent 
in the rebound in the market. 

Automotive Daily News stock 
price averages as of May 6 com- 
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April Automotive Dividends Exceed °35 by 194% 


parea as follows with the week 
preceding and a year ago: 

Last This 

Wk. Wk. Choe. 
24 Motors 42.49 45.31 +2.82 
10 Car-truck 44.83 47.83 4.3.00 22.90 
10 Parts-accessories 36.34 38.14 11.80 22.74 
4 Tire-rubbers ....24.51 26.75 +-2.24 13.86 

Increases were general, virtu- 

ally all automotive stocks partici- 
pating in the market recovery 
through the period covered by 
the ADN averages. Many new 
lows were made, however, before 
the rally came. General Motors 
preferred made a new high dur- 
ing the week. 


Year 
Ago 
22.24 


co's... 


Hayes Body Corp. 
Reduces Net Loss 


DETROIT.—Hayes Body Corp. 
and subsidiaries report for quar- 
ter ended Mar. 31, 1936, net loss of 
$1,160 after taxes, depreciation, in- 
terest, etc., comparing with net 
loss of $49,484 in March quarter 
of previous year. 

For 12 months ended Mar. 31, 
1936, net profit was $20,914 after 
federal taxes and other deduc- 
tions, equal to six cents a share 
on 370,233 shares of capital stock. 

Consolidated income account 
for quarter ended Mar. 31, 1936, 


compares as follows: 
1936 1935 
Gross ..........-- $510,085 $605,303 
465,019 600,995 


1934 
$227,553 
184,131 
"$43,422 
4,092 
285 


$4,308 
2,294 
2,304 


Operating profit... $45,067 
Other income 


Profit of subs. 


$47,799 
16,119 
44,061 


$8,906 
14,009 
43,822 


Total profit 
Miscel. charges ... 
Depreciation 
Interest .. eee 
Net loss of sub es 


Net loss..... ‘$1,160 $49,484 $13,567 
Consolidated income account for 
12 months ended Mar. 31, 1936, 
follows: Gross, $2,513,205; costs, 
$2,321,406; operating profit, $191,- 
799; other income, $11,343; total 
income, $203,142; other charges, 
$1,761; depreciation, $175,307; in- 
terest, $947; net profit of wholly- 
owned subsidiary, $927; federal 
taxes, $5,140; net profit, $20,914. 


GM Extra Dividend 
NEW YORK.—Directors of Gen- 
eral Motors this week ordered an 
extra of 75 cents a share in addi- 
tion to the regular quarterly pay- 
ment of 50 cents. 





From C. J. A 


the 


eased off 
changes. 





Last Minute Wall Street Wires 


Wall Street Correspondent, Automotive Daily News 


New York, May 8, 3:15 P.M.—With trading extremely light, 
automotive stocks closed today with virtually no 
change in prices from yesterday. Quotations advanced as 
much as a point in the morning but most of the motors 
in the afternoon to finish mixed fractional 


LEXANDER 








Final Action Is Near 


On Shaler-Kinite Plan 


MILWAUKEE.—Final action on 
the proposed purchase by the 
Shaler Co. Milwaukee and 
Waupun, of controlling interests 
of Kinite Foundries, Inc., Sheboy- 
gan Falls, Wis., is to be considered 
at a meeting to be held soon. 

The Kinite Corp. has been re- 
organized into Kinite Foundries, 
Inc., which is proposing to issue 
6,285 shares of common stock 
without nominal or par value and 
500 shares of preferred stock, with 
par value of ee 


Young » Spring & Wire 


DETROIT.—L. A. Young Spring & 
Wire Corp. has bought a new plant 
in Los Angeles and will put it into 
operation in the near future, L. A. 
Young, president, told stockholders 
at the annual meeting. 

The new plant is designed particu- 
larly to handle cushion spring busi- 
ness for automobile assembly plants 
in the Los Angeles area, but also 
will make bed springs, coat hangers, 
and other products manufactured by 
the company. 


Checker Has Profit 

CHICAGO. — Checker Cab Mfg. 
Corp. and subsidiaries report for the 
quarter ended Mar. 31, 1936, profit 
of $199,224 after depreciation, inter- 
est and other charges but before 
federal income and capital stock 
taxes. 

This compares with a net loss of 
$92,933 in the same quarter of 1935. 





SEC Approves 


WASHINGTON. — The Securities 
and Exchange Commission  an- 
nounced this week that it has ruled 
favorably upon the application of 
the New York Curb Exchange and 
that of the Philadelphia Stock Ex- 
change for continuance of unlisted 
trading privileges in common stock, 
no par value, Defiance Spark Plug 
Corp., and common stock, $1 par 
value, Continental Motors Corp., 
respectively. 


Alma Motor Co. 


DETROIT.—Alma Motor Co. man- 
ufacturing facilities, at the Alma 
plant, will be increased to annual 
capacity of 6,000 axle transmission 
units to convert Ford or Chevrolet 
trucks to four-wheel-drive trucks, on 
completion of present financing, Ce- 
cil C. Buchner, vice-president in 
charge of manufacturing, stated. 
Orders will be placed in Detroit, 
Buchner stated, for production tools 
and fixtures, in the near future. 


Raises Dividend 


NEW YORK.—The quarterly dis- 
bursement of International Nickel 
was raised to 30 cents a share from 
the 25 cents previously paid. 


Standard Extra 


CHICAGO.—Standard Oil of In- 
diana’s board this week declared an 
extra of 15 cents and the regular 
quarterly dividend of 25 cents. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, MAY 8, 1936 
(Furnished by Wm. C. Roney Company, Union Guardian Bldg., Detroit) 


NEW YORK 


Allis Chalmers Mfg. 
American C. & F. 
American Chain 
Auburn Auto 
Bendix Aviation 
Bethlehem Steel 


Clark Equipment 
Cleveland Gr. Br. 
Collins & Aikman 
Commercial Credit 
Commercial Investment T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 

du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 

Federal Motor 

Firestone T. & R. 
Gabriel Co. A 

General Electric (80c) 
General Motors 

Glidden 

Goodrich, B. F. 
Goodyear T. & R. 
Graham-Paige 

Hayes Body Corp. 
Houdaille-Hershey B 
Houdaille-Hershey A 
Hudson Motor 

Hupp Motor 
International 
Johns-Manville 
Kelsey-Hayes W. 
Kelsey-Hayes W. B. 


Harvester 





1936 
High Low 


Last Sale 
May 8 May 1 


43 
32 
474 
344% 
27% 
49%, 
47%, 
70 
46/2 
144, 
91 
95s 
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37%, 
41), 
541/, 
724 
2V; 
6's 
15% 
130 


16), 124 
47%, 
22% 
ah 
215 
28% 
15s 
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Ludlum 


Murray 
Nash 


Packard 


Republi 
Socony 


Timken 


NEW YORK 


Lee Rubber & Tire 
Libbey-Owens-Ford Glass 


Steel 


Mack Trucks (1) 
Midland Steel 
Motor Products 
Motor Wheel 


Corp. 


Pacific Mills 


Raybestos Manhattan 
Reo Motor 


ic Steel Corp. 
Vacuum 


Sparks-Withington 
Spicer Mfg. 
Stewart- 
Studebaker 
Thermoid Co. 
Thompson Products 
Timken- 


Warner 


Detroit Axle 
Roller Bearing 


U. S. Industrial Alcohol 
U. S. Rubber 
Westinghouse E. & M. 
White Motors 


Yellow 
Young 


Asbesto 
Bendix 
Borg-W: 


Truck 
Spring & Wire 
CHICAGO 


s Mfg. 
Aviation 
arner 


Houdaille-Hershey B 


Modine 


Pertect 


Mfg. 
Circle 


Pines Winterfront 


Federal 
Hoover 
Murray 


DETROIT 


Mogul 
Steel Ball 
Corp. 


Mack Quarter 


Profit $107,477 


NEW YORK.—Mack Trucks, 
Inc., reports for the quarter ended 
Mar. 31, 1936, a net profit of 
$107,477 after taxes, depreciation, 
etc., equivalent to 18 cents a 
share on 597,335 no par shares of 
capital stock. 

This compares with a net loss 
of $187,018 in the same quarter 
last year. 


Kelsey-Hayes Wheel Co. 


Nets 6le on Stocks 


DETROIT. — Kelsey - Hayes 
Wheel Co. and subsidiaries report 
for quarter ended Mar. 31, 1936, 
net profit of $325,860 after depre- 
ciation, interest, federal taxes and 
other charges, equivalent under 
the participating provisions of the 
shares, to 61 cents a share (par 
$1) on combined 290,285 shares of 
Class A and 237,982 shares of 
Class B stock. 

In first quarter of previous year 
company had a net profit from 
operations of $430,848 after 
charges and federal taxes, equal 
to 84 cents a share on combined 
290,285 Class A shares and 217,- 
982 Class B shares. In addition to 
the net profit from operations in 
first quarter of preceding year 
the company had a non-recurring 
profit of $502,486 after taxes, which 
was realized on the purchase of 
debentures, making a total net 
profit for that period of $933,334, 
equal to $1.83 a share on com- 
bined Class A and Class B shares. 


Class A stock is entitled to $1.50 
per share per annum, then after 
Class B receives $1.50 per share 
per annum, both classes of stock 
share equally share for share in 
the remainder. 


Motor Wheel Increases 


Quarterly Dividend 


LANSING.—Directors of Motor 
Wheel Corp. have increased the 
quarterly dividend, payable June 
10 to stockholders of record at 
the close of business May 20, 
from 20 cents to 25 cents. 

President H. F. Harper, com- 
menting on the increased rates, 
said: “Our first quarter state- 
ment of 1936 shows net earnings, 
after taxes, of $370,014.17 or 44 
cents per share on our 850,000 
shares of common stock out- 
standing. Last year, with the 
benefit of new models introduced 
in January, our earnings for the 
first quarter were $258,124.35 or 
30 cents per share. Net earnings 
for the 12 months’ period ending 
Mar. 31 total $1,199,869.07 or $1.41 
per share, as compared to $1.28 
per share for the calendar year 
1935. The month of April just 
past broke all our previous rec- 
ords in wheel shipments and it 
appears, at this date, that May 
production may equal April.” 


Du Pont First Quarter 
Earnings Up Sharply 
WILMINGTON, Del.—E. I. Du 


Pont de Nemours & Co., in a pre- 
liminary estimate reports earn- 
ings of $1.21 a common share for 
the first quarter compared with 
85 cents a share in the March, 
1935, quarter. 

Earnings included a dividend 
from its investment in General 
Motors Corp. equal to 45 cents on 
each share of the Du Pont com- 
mon stock. This compares with 
earnings of $1.82 a share in the 
final quarter of 1935, which in- 
cluded a return on the General 
Motors investment amounting to 
about 90 cents on each share of 
Du Pont common stock. 

In the first quarter a year ago 
earnings of 85 cents a share on 
the common included dividends 
from its General Motors invest- 
ment amounting to about 22% 
cents on Du Pont common stock, 





Nebraska Truck Regulation Plan in Effect Soon 


Sets Liability 
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‘Insurance 


And Supervises Rates 


LINCOLN, Neb. 
regulation of Nebraska commer- 
cial trucks, including rate super- 
vision and _ insurance 
ments, will go into effect soon 
under four proposed orders 
drafted by Secretary J. F. Miller 
of the state railway commission 
and now under consideration by 
the commission. The proposals 
go beyond sentiment indicated 
several months ago when com- 
mission sources said they did not 
believe rate control would be 
undertaken. Last fall the Ne- 
braska commission announced it 
was assuming jurisdiction over 
trucks operating within the state, 
under the federal:act, but took no 
action to exercise the jurisdic- 
tion. The proposed order pro- 
vides: 

Definition of trucks to be reg- 
ulated, possibly limiting regu- 
lation to trucks operating between 
cities and exempting trucks op- 
erating wholly within a city or a 
certain radius. This point has not 
been settled. Only trucks oper- 
ated for hire would be covered. 
Persons operating their own 
trucks for their own use would 
be exempt. 
9 Require certificates of con- 
venience and necessity. 
Truckers operating prior to June 
1, 1935, probably will be given 
certificates automatically upon 
application, others to be required 
to show public demand for serv- 
ice. 
Require liability insurance 
for truckers, probably $5,000 
indemnity for property damage. 
Require all truckers to file 
rates charged for hauling and 
forbid charging of any different 
rates without permission from 
the commission. Under the rate 
plan, no general rate structure, 
such as is provided for railroads, 
is contemplated in the near fu- 
ture. Many months or possibly 
years of experience may be 
needed as a basis for fixing a 
general rate. 

The regulations are to be en- 
forced through the state sheriff's 
department, the state 


Olds Safet y 


DETROIT.—A fleet of 55 Olds- 
mobiles, specially painted white 
and equipped with public address 
systems, is be- 
ing _ operated 
throughout the 
country in the 
interest of safe 
driving. 

The cars are 
all six-cylinder 
touring sedans 
and are manned 
by specially 
trained men. In 
. charge of each 
C. L. McCuen five-car unit is 
a mechanic, who has been put 
through a special course of train- 
ing. 


The units have been assigned 


celine’ is “a find” 
for some concern! 


‘utive who has been presi- | 
An executive whe has _— | on May 6, by Gov. Frank Fitz- 


dent and general manager of an 
auto parts and compressor manu- 
facturing business during the past 
seventeen years is open for a new 
connection. Experience includes 
complete business control, financ- 
ing, production, designing, engi- 
neering and selling to manufac- 
turers, branch houses, jobbers 
and dealer trade. Have proven 


ability to show profitable results. | 


Box 1103, Automotive Daily News, 
Detroit, Mich. 
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ture department’s port of entry 
system and the state highway de- 
partment. 

A large number of Nebraska 
truckers have _ indicated’ they 
want rate regulation in the hope 
of eliminating cut price compe- 
tition, but the law only permits 
the commission to fix maximum, 
not minimum rates. The pro- 
posed rate filing plan, however, 
would prevent truckers from 
quoting bargain prices unless 
they were willing to adopt them 
on a peepee basis. 


Kentucky Plan 
To Tax Oil 4e 
Brings Critics 


LOUISVILLE, Ky. — Kentucky 
petroleum men are very much 
opposed to the bill before the 
Kentucky legislature for a four 
cents per gallon tax on lubricat- 
ing oils, contending that the 
motorists are already far over- 
taxed. 

In a statement opposing pas- 
sage of the bill, Herbert L. Clay, 
secretary, Kentucky Petroleum 
Industries Committee, Louisville, 
said: 

“The proposed tax of four cents 
per gallon on lubricating oil is 
now before the senate. It is be- 
lieved by those who have given 
careful study to the question to 
be unjust, discriminatory and a 
source of very little revenue. 

“The tax proposal is unjust be- 
cause it levies a tax primarily on 
motorists who are already over- 
burdened with taxes. Motorists 
contributed 40 per cent of the 
total state revenue last year in 
special taxes in addition to their 
regular state taxes of a general 
nature. 

“The tax proposal is unfair be- 


| cause it will cause the oil dealers 


in our border cities to lose a lot 
of their oil business because of 
their customers purchasing oil re- 


Cars to Carry 
Safety Message to Country 


to the following cities, which will 
be their headquarters throughout 
the campaign, which will last four 


months: Detroit, Chicago, New 
York, Buffalo, Albany, Boston, 
Philadelphia, Washington, Pitts- 
burgh, Cincinnati and St. Louis. 
The St. Louis cars will be as- 
signed to Dallas for the Centen- 
nial. 

In each city visited the cars 
will be turned over to the police 
department and manned by them 
during the stay. They will be used 
to point out to motorists and pe- 
destrians common errors in driv- 
ing. In some instances they will 
be parked on downtown streets, 
where there is heavy traffic con- 
gestion, and in others they will 
be used to spread the message of 
at large gatherings of 


The 55 cars were officially 
started on their way in Lansing, 
Mich., the home of Oldsmobile, 


gerald. 

Those for Detroit left Lansing 
at 6 a.m. Friday in charge of C. 
L. McCuen, president of Oldsmo- 
bile, and V. C. Havens, advertis- 
ing manager. They were turned 
over to the Detroit police depart- 
ment at police headquarters by 
McCuen at 10 a.m. 

Thirty of the cars were then 
taken to New York, where the 
campaign opened the New York 


| Safety Parade, 
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OURISMAN CHEVROLET Co., Washington, D. C., is not one of 
those dealerships that hide their used car activities. Instead, it fea- 
tures the used car end of the business even by night, as this photo- 
graph of the firm’s building shows. Besides the elaborate neon sign, 
featuring Chevrolet’s O.K., the building is highlighted with vertical 
strings of incandescent lights over its street fronts. 


ers who will escape the tax but 
include it in their charge to their 
customers.” 


quirements from adjoining states. 
It will also encourage bootleg- 
ging in oil by unscrupulous deal- 
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Court Condens 
Turning Back 
Speedometers 


ST. LOUIS.—Turning back 
speedometers on used automobiles 
to make it appear that the cars 
to be sold have been driven fewer 
miles than they actually had was 
condemned as the “perpetration 
of a fraud” by the St. Louis 
Court of Appeals this week. 

The court sustained a jury in 
awarding to Percy C. Jones, a 
banker, damages of $2,150 against 
a St. Louis automobile firm. 

Jones, the opinion recounted, 
introduced testimony in the trial 
that a used sedan he bought with 
a speedometer reading of 22,000 
miles had actually been driven 
48,000 miles by its former owner. 

The automobile firm’s defense 
was that the “turn back” was a 
trade custom. 

“We cannot agree with any such 
suggestion,” Commissioner Ben- 
nick said in the opinion. “That 
all that was done was to follow a 
practice of the trade would not 
make the defendant’s act any Jess 
a misrepresentation.” 















A 
$4,000,000 
INVESTMENT 

in behalf of 
motoring safety 
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THE FORD GLASS PLANT = 
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THE process of continuous glass manufacture de- was perfected. Today Ford Safety Glasswithstand. ist 


tior 
tha 


veloped by Ford some years ago quickly cut brilliant sunlight, weather changes and moisturé tio 
the price of plate glass almost in half. It also 


produced better glass. (If it hadn’t, it would 


without loss ofclarity. Recently anew $3,000,00¢ 


glass plant was*completed in the Ford Rougs 





have been abandoned. Unless something new at 
Ford maintains or increases quality as well as 
reduces cost—it is discarded.) 

Thus Ford research and production technique 
in continuous glass pouring made possible the wide 
use of Safety Glass in the automotive industry. (In 
1935 about 70 per cent of all the plate glass 
made in this country was used in automobiles.) 

Ford research continued. A new type 
of plastic sheet was used between the 


outer glass layers. The seal at the edge 


F O R D 





MOTO R 


Plant. It brings new economies—new quality—. 


to the production of Ford Safety Glass. 
Today, Ford provides Safety Glass in wind. 
shield and all windows of every car and truck at nc 
added cost to the purchaser. This great new Forc 
glass plant helps build more value into Ford cars 
Likewise, itadds an interesting chapter to the story 
of Ford oe Safety Glass isa logical unit in the 
Ford V-8, where welded-steel bodies 
dependable, powerful brakes and am ple 


reserve power protect those who ride 
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